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What Is Being Done to Help the 


Men’s Shoe Business 


(EDITOR’S NOTE: 
Mr. Jones is a member of 
the special committee ap- 
pointed by the Directors 
of the National Boot and 
Shoe Manufacturers’ As- 
sociation on July 9 to con- 
duct the preliminary or- 
ganization work of the 
forthcoming national co- 
operative advertising and 
dealer-sales campaign for 
prometing the consump- 
tion of Men’s shoes. The 
other members of the com- 
mittee are Hovey E. 
Slayton of the F. M. Hoyt 
Shoe Co., Manchester, 
N. H., chairman; and 
Elmer J. Bliss. of the 
Regal Shoe Co., Boston, 
Mass.) 


O those of us who 

| have been thrust 
into the important 
work of studying the 
country-wide need for 
stimulating the men’s 
shee business, and of 
helping to create the 
means of doing it, the 
facts are very plain and 
the proper course of ac- 
tion very clear. It can 
safely be stated that the 


By Paul Jones 


Commonwealth Shoe & Leather Co., Whitman, Mass. 


Every other kind of wearing apparel for men has had 

broad and unusually effective propaganda spread far 

and wide. Shoes have been left out of the picture. The 

trade is working out a plan to put more shoes in the 
minds and on the feet of men. 


quickest and most effec- 
tive way to get the need- 
ed action is for all who 
are directly concerned—I 
mean the manufacturers 
and retail distributors of 
men’s footwear—to look 
the real facts in the face 
and be prepared to co- 
operate fully with the gen- 
eral program that has 
been approved. 

There seems to be no 
particular mystery about 
the reasons for the fall- 
ing-off in the consumption 
of men’s shoes the past 
ten or twelve years. In 
our report to the general 
committee of men’s 
manufacturers and to the 
National association we 
assigned several specific 
reasons. They were jus- 
tified by our analysis— 
also by common sense. 
There is no question that 
factors such as the im- 
proved quality and dura- 
bility of today’s shoes for 
men, the vastly increased 
use of the automobile, the 
rise of the oxford and the 
decline of the high shoe in 
the winter, the improve- 
ment in shoe repair ser- 
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men’s shoes. Almost 
seems to agree on this. 


But there is another important and 
very significant thing to be thought 
of, in this connection. During the 
years that the men’s shoe business 
has been going along without any 
really special emphasis, other than 
the routine advertising of individual 
individual re- 


manufacturers and 
tailers in the in- 
terests of the 
shoes they sell, 
about every other 
kind of wearing 
apparel for men 
has had broad and 
unusually _effec- 
tive propaganda 
spread far and 
wide. Men’s suits, 
hats, neckwear 
and underwear 
have been ex- 
ploited effectively 
in an institutional 
way—not alone in 
cooperative, paid- 
for advertising 
but in editorial 
and news treat- 
ment of the most 
subtle sort. 

More than that, 
many other kinds 
o f merchandise 
attractive to men 
—automobiles, ra- 
dios, special edi- 
bles and special 
household articles 
—all -have had 
their clever 
broadcasting on a 
large scale, and the result is, un- 
questionably, that men have had 
their attention forced more and 
more away from the attractions of 
neat, worth-while footwear. See 
what the straw hat people have 
done; see what the fancy necktie and 
fancy hosiery people have accom- 
plished! Intelligent propaganda, 
backed up by the cleverest kind of 
retail dealer cooperation, is respon- 
sible for the widely-increased manu- 
facture and sale of all these articles 
to the men of the country. 

Our committee have spent a long 
time in examining these things and 
reducing them to their fundamentals. 
We have been conservative, I believe, 
in deciding that the surest, quickest 
and least expensive way for the 
makers and sellers of men’s shoes to 
put the industry back where it be- 
longs is to engage in the national 









vice and the increased demand upon 
men’s incomes for women’s foot- 
wear have all served to reduce the 
family budget apportionment for 
everybody 


Well Dressed Men 
Have 4 Pairs of Shoes 
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cooperative campaign of advertising 
and retail-dealer sales assistance that 
we have recommended. Some of the 
shrewdest men in the industry have 
studied the plan with great care, 
and fully indorsed it. 

The project calls, in the first place, 
for a full three-years continuance. 
Its persistence is largely its strength. 
It calls for the expenditure of about 
half a million dollars each year—to 
be used for national advertising and 
general news propaganda of the 
most skillful kind, and for the most 
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complete system of coperative dealer 
helps that has been employed in any 
industry. In other words, it is a 
campaign in which the manufac- 
turers of men’s shoes and of every- 
thing used in building them will grip 
hands with the country’s retailers of 
men’s shoes and wage a great joint 
war to make men realize how im- 
portant ‘and desirable it is, in their 
own interests, to wear neat, appro- 
priate shoes all day, all evening, 
every day and every season. 


T is of interest to know that the 

influential representatives of in- 
dustries associated with men’s shoe 
manufacture—the leather and find- 
ings manufacturers and the shoe ma- 
chinery producers—are keenly in- 
terested in the national campaign 
project and have already signified 
their cooperation with it. They see 





As a means of stimulating the 
somewhat delinquent masculine 
interest in the subject of an in- 
creased shoe wardrobe, Sommer 
& Kaufmann of San Francisco 
have recently run a series of ad- 
vertisements, which point out 
that the well dressed man has 
at least four pairs of 
The copy suggests a pair of tan 
oxfords for wear before siz 


for after six; a pair of sport 
patent leather oxfords for danc- 


the argument of social correct- 
ness is added the argument that 
' both comfort and economy re- 
sult in having shoes enough to 
permit one 2a change his foot- 


yy. 
series has resulted in a 
satisfactory activity in the men’s 
de t, and Sommer & 
Kaufmann plan to continue this 
type of alt oat aS through the 
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in it the best and most practicable 
opportunity to put the men’s shoe 
business of the country on its feet, 
and they particularly like its pri- 
mary feature of assisting retail deal- 
ers to get a materially increased 
business locally in men’s shoes. 

Our work of organization is now 
under way. It is a sizable job, but 
the prospects for the success of the 
enterprise are so good, and the need 
for re-arousing men’s appreciation of 
neat footwear is so great, that the 
amount of work involved is of course 
secondary. Our 
committee will 
keep the Trade in- 
formed of its 
progress. 





New Style 

Manager 

LOGAN, OHIO. 
— Charles E. 
O’Donnell has be- 
come styles man- 
ager for the Mc- 
Govern Shoe Co. 
of Gallagher Ave- 
nue, makers of 
*“McGovern’s 
Flexibles.” He re- 
cently resigned 
from the staff of 
the Dunbar pat- 
tern service. Be- 
fore taking up 
styles he was a 
shoe manufactur- 
ing expert in fac- 
tories of Lynn. 


C. R. William- 


son Retires 


As we go to 
press, word has 
been received that C. R. Williamson, 
one of the founders and president of 
the Ault-Williamson Shoe Company, 
Auburn, Me., is retiring from the 
company on account of ill health. He 
intends to travel for a year at least. 


shoes. 


of black shoes 


and a pair of 


occasions. To 





winter 


Now a New Hampshire 
Corporation 

FARMINGTON, N. H.—As a matter 
of corporation news, the firm of 
George B. Leavitt Company, this 
city, has taken out an incorporation 
charter under the laws of the State 
of New Hampshire and has, there- 
fore, dissolved as a Massachusetts 
corporation in favor of its home 
State. The executive officers of the 
corporation will remain the same, 
George B. Leavitt, treasurer, and 
Frederick P. Liberty, president. 
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The Inquiry: 

A letter from Harry J. Hyland, 
manager The Family Shoe Store, 
Andover, Mass. 

May I question the accuracy of 
the stockturn of 1.2 as quoted in 
your Tell-U-How section of June 
19? Is it correct to figure turn of 
stock at cost prices against sales 
at retail prices? 

Is it not much better to figure 
that sales of $12,000, with an ordi- 
nary markup of 33 1/3 per cent, 
cost the man $8,000, and this figure 
of $8,000 is the basis of figuring 
stockturn? That is—divide stock 
on hand, $10,000, into sales at cost, 
$8,000, and his stockturn is more 
correctly shown as 0.8, or consider- 
ably less than a once turnover. 

I don’t wonder that he is anxious 
to part company with the shoe busi- 
ness. His problem is either to do 
business on a smaller stock, or go 
out after a greater volume, or look 
well to his markup and be sure that 
he is getting the profit he should 
get—or better still, all three of 
these suggestions would work out 
well together. 


The Answer: 


HANK you for calling atten- 
tion to the point you are rais- 
ing. The fact that you and 
another reader of the RECORDER 
have raised the question immedi- 
ately shows that the department’s 
discussions on merchandising prac- 
tice are being read. And there is 
the further thought that the same 
question may have entered the 
minds of other RECORDER subscrib- 
ers and that they are entitled to 
have the point cleared up. 
First, to answer your questions. 
It is not corrrect to figure stock- 
turn on merchandise at cost and 
sales at retail prices. A good way, 
and probably the best way, is to fig- 
ure on both merchandise and sales 
at cost. 


BOOT AND SHOE RECORDER 


TELL- U-HOW 


A Boot and Shoe Recorder Department 
in which will be found the solution of Ga 


merchandising problems submitted by ~) x : 


merchants to O. K. Johnson, Associate 


Editor of Merchandising Practice 





But it is also correct to figure on 
both merchandise and sales at re- 
tail prices. And that is what was 
done in the case to which you re- 
fer. For this department to have 
attempted to do it the other way 
would have made the stockturn fig- 
ure a matter of guesswork or esti- 
mate, since the merchant did not 
supply any information as to his 
markup percentage. Many in- 
quirers to this department give only 
partial information, but in this case 
the merchant did indicate the facts 
about his figures by adding the 
words “at retail.” Without doubt 
it would have been better for the 
sake of clearness, if this statement 
had been included in the depart- 
ment discussion as it was published 
in the RECORDER. 

The formula which this depart- 
ment has consistently used in de- 
termining stockturn is this: Divide 
the sales at cost by the average in- 
ventory at cost. It is a widely used 
method. Probably most account- 
ants use this method. It is the 
method which has been used by the 
Harvard Bureau of Business Re- 
search. Harvard figures for stock- 
turn are based on cost of merchan- 
dise sold and not on net sales “be- 
cause inventory is taken at cost.” 
The method of finding the average 
inventory is to take the inventory at 
the beginning of the year and the 
inventory at the end of the year, 
add them, and divide the result by 
two. This is a better basis for fig- 
uring the facts of a business than 
a single inventory would be, be- 
cause the single inventory does not 
represent so accurately the ordi- 
nary, day in and day out, condition 
of the stock. 


N finding the average inventory, it 

is desirable to get an average of 
all the inventories which are taken 
during the year, in order to make 
the turnover figure as nearly as 
possible a perfectly accurate his- 
tory of the turn of the merchandise 
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stock the store has actually been 
carrying through the period under 
consideration. The following is the 
method suggested by the National 
Retail Dry Goods Association: 
“The average inventory is ob- 
tained by adding together the total 
amounts of all inventories recorded, 
including the initial inventory and 
dividing the resulting figure by the 
number of inventories recorded. If 
inventories are taken weekly, the 
annual inventory would be obtained 
by adding together initial inventory 
and weekly inventories and divid- 
ing by fifty-three. If inventories 
are taken monthly, the initial and 
monthly inventories would be added 
together and divided by thirteen.” 


E so-called retail method, where 
figures of sales and merchan- 
dise are both taken at retail price, 
is now very much used. It is in- 
teresting to note that this is the 
method which is indorsed by the 
Controllers’ Congress of the Na- 
tional Retail Dry Goods Associa- 
tion. 

It is probable that, in most cases, 
the stores which follow this meth- 
od of finding turnover are stores 
which use the retail inventory 
method. It is said that this in- 
ventory method, as a system of re- 
tail store accounting, is “the sim- 
plest, soundest and most satisfac- 
tory . . . adopted by a major- 
ity of progressive independent spe- 
cialty and department stores and 
by most of the chain stores.” 

The United States Treasury De- 
partment specifically permits the 
use of this method in figuring profit 
and loss for Federal income tax 
purposes. 

But for all stores which do not 
use the retail inventory method, this 
Recorder Department of Merchan- 
dising Practice will continue to ad- 
vocate the use of the formula: To 
find stockturn, divide the sales at 
cost by the average inventory at 
cost. 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
= leather, their production and distri- 

ution. 








The Error of Dumping 


HEN a merchant puts a box in front of his 
store and dumps therein 500 pairs of shoes 
and tells the public to take them at a penny apiece, 


he thinks he is clever. He imagines the publicity 
will do him some good, but what an error he has 
made! 
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No matter how poor the shoes are for style, 
they have some wear in them. The people that. 
bought them will keep them on their feet some 
days, at least, delaying the time when those cus- 
tomers will be in the market for another pair of 
shoes. 

There is a whole lot of the “one dollar” and 

“less” sale idea that needs correction. Why put on 
to the feet of the public foot coverings that delay 
the time when that customer should be in the mar- 
ket for regular shoes at regular prices? 
- We are seeing this summer some of the wildest 
clearances ever attempted by the trade. It may 
be said that the shoes thrown on to the public are 
odds and ends of styles and sizes, and that any 
money taken in is so much profit. But, is it? In 
one city it has been estimated that a hundred-thou- 
sand pairs of shoes were sold in a week under $3, 
thereby putting on to the public’s feet many days’ 
wear, and practically delaying the fall business a 
full month. It would be far better for the mer- 
chants to burn up some of those shoes or give them 
away to the Far East Relief. 

There will come a time when merchants will 
realize that the dumping method of clearance is a 
boomerang on future business. 


Join the Great Movement 


ELFISHNESS has often hindered efforts for 

the general welfare of the trade. Even in lo- 
cal organizations it crops out. Retailers decline 
to contribute to a fund for local publicity because 
some little fellow down the street will get some 
good out of it. 

The committee to raise funds for the national 
campaign for “getting more men’s shoes sold”’ must 
approach this matter boldly and unafraid. What- 
ever plans are made must be carried through with- 
out fear or favor. Methods almost approaching 
the high-handed will have to be used. It is a fact 
that people must be made to do what is good for 
them, sometimes. 

It is true that the small fellow will benefit by 
the movement. Also the fellow who contributes 
nothing will benefit. Even those who refuse to 
indorse or in any manner support the movement 
will benefit. But what of it? There are always 
those who stand by the table ready to grab up the 
crumbs that fall from the board. There are bar- 
nacles and leeches that subsist upon the endeavors 
of others. If such hangers on profit to the amount 
of one dollar, the generous supporters of the move- 
ment will profit ten! 

Let the crumb grabbers have the fragments. 
Let them rejoice in the small part of the overflow 
that comes their way. Soon they will be clamoring 
to get in. They will even crawl under the canvas 
in order to become a part of the big show. 
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It is true that in every great movement intended 
to better conditions in any trade the holdouts event- 
ually come into line. 

The greater part of the shoe trade is ready for 
the big movement. Intelligent retailers will wel- 
come it. The public is thirsty for real informa- 
tion. The fields are white for the harvest. 

We offer just one thought in the matter of pub- 
licity. Already the Californians have requested the 
national organization to give them a real slogan. 
They “see no benefit in the existing slogans.” Too 
much emphasis should not be put on slogans. Slo- 
gans alone will not do the job. There must be 
meat in the sandwich. There must be educational 
propaganda of the intelligent type. 


Smarter Dress for Men 


HE smartest dressed men for fall won’t be 

seen on the college campuses as much as in 
business offices. By this token we tell of a change 
in fashion leadership. The smart young business 
man is the dressy boy of the fall season. 

A bit of a slump has hit the college man. His 
mood for dress is peculiar, anyway. When the new 
wide bottom pants came in he was first to jump to 
them. More balloon shoes and everything else flashy 
have sold to the college man, therefore, all business 
was focused on pleasing him and his imitator. 

Now we have it on good authority from the 
garment people that real smartness in dress comes 
from the young business man who wants some- 


thing correct and trim. If that is so shoes in the . 


city trade in the better grades will be a matter of 
line, stitching and trim design, more black shoes 
and slightly darker shades of tan. There will be 
somewhat of a sharp definition between his dress 
and the young man around town who still hankers 
for “dog.” * 

Men will certainly express themselves sartorially 
this fall. The necktie maker is in luck with the 
wildest weaves and patterns ever known to that 
trade. Therefore, things look a little more cheer- 
ful in the men’s apparel business for fall. Let us 
hope that it will communicate itself into footwear. 

We are showing an excellent portfolio of smartly 
dressed men in this week’s issue. It is a good les- 
son in dress, not only to the merchant who buys the 
footwear for such men, but to the young man on 
the fitting floor who ought to be smartly shod, as 
well as neatly dressed for his job. 

It is about time that the shoe trade lost that 
pessimism on men’s shoes. The situation is going 
to brighten this fall, if only for the reason that the 
law of averages works to the benefit of the trade. 
If enough shoes look worn out, it will make impera- 
tive new shoes this fall. Some of the forlorn men- 
tal habits of the trade to “talk down” men’s shoes 
is contributed to its woeful position. 
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We ask for a return of interest in men’s shoes, a 
keen appreciation of smartness in footwear, an ac- 
ceptance of new and neat patterns for the fall sea- 
son. There has been too much of marking time and 
passive salesmanship. It is time for not only en- 
thusiastic interest in men’s shoes in shoe stores, 
but an heroic effort in a publicity way to make men 
want to buy shoes. 


Experience the Greatest Teacher 


HE work of the National Shoe Styles Confer- 

ences twice a year is slowly, but surely becom- 
ing very resultful. Perhaps the biggest test ever 
given the conference committees was the predic- 
tion of “parchment and the lighter colors” in the 
spring of 1926. 

This forecast, six months before Easter, stood 
the test of time, and we can say with authority 
that it was the most successful prediction ever at- 
tempted. 

Remember, all this work of the conference com- 
mittees is voluntary. There is also no compelling 
force that makes it obligatory on merchant, manu- 
facturer, tanner, or any branch of the trade, to re- 
spect those predictions. Nevertheless, the style 
situation in this country was made safer to every- 
body by adherence to the program as laid down by 
the conference committees. 

At this writing, with the fall season in closer 
view, the styles conference committees have suc- 
cessfully painted the picture. The black leathers, 
reptilian trimmings and browns, were given the 
leadership in feminine dress wear, and straight as 
an arrow, the call of the public will follow that 
prediction for fall. It proves the value that a vol- 
untary organization of public-spirited business men 
who agree on something definite for an advance 
season can stick to it. Our compliments, there- 
fore, to the committees and to the merchants who 
abide by their decisions. 

So well has the American plan of style prediction 
been carried out that the English trades are in the 
point of falling in line with a similar method of 
style forecast. The National Association of Shoe 
Retailers of Great Britain held their first confer- 
ence on July 14 to discuss the whole question of 
color, style and fashion in relation to shoes. The 
next move undoubtedly will be to bring in the other 
trades in conference. 

The Footwear Organizer of England says “all 
sections of the trade have been invited to send rep- 
resentatives to the conference, which promises to 
be one of utmost importance. There must be enor- 
mous wastage in connection with the fashion side 
of the shoe trade and a high proportion of that 
wastage is being borne by the trade.” 

That is precisely the basic reason why the 
American shoe style conferences were established. 
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STREET AND BUSINESS ATTIRE 
—FOR THE WELL DRESSED MAN 


The new high arch models associ- 

ate themselves with the double 

breasted suit and plain trouser 
bottom 


Brogue effects with the Semi- 
square toe are endorsed by leading 
style authorities 


4 
OEE 
aaa’ 7 
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RE | A WIDE VARIETY OF FOOTWEAR 
N}| FOR GALLERY AND FOR PLAYERS 


Flat tread, wide ball lasts and 
medium toes are to be reckoned 
with in fall selling 


Golf shoes retain all the essential 

elements of dogginess and yet have 

a degree of refinement character- 

istic of the best in American. shoe- 
making 
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FOR FORMAL DAY WEAR—FROM 
HATS TO MODISH FOOTWEAR 


i nea ae 


"For formal daytime wear, stylists 
are hoping for a return of the taste- 
ful button high shoe 


Custom refinement of toe goes 

well with informal day time dress 

apparel. In hats there’s a swing 
towards the derby 
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AND IN THE EVENING COME THE 
MORE FORMAL FOOTWEAR TYPES 


PS Eee FB 


Gunmetal calf, plain toe oxford— 
always good for wear with one’s 
tuxedo 


stats MS eS Se ah i a a 


With the dress suit is the logical 
place for the high style button 
oxford 











Second of a Series 


By R. L. Prather 





The “News Item” or Introductory force of your copy you hold their 
NCE more, consider the news- ttention all the way. Having done 
paper reading habits of the that you create the desire to own, 


people. They read ina hurry. °F buy, the shoe you offer. 
They run their eyes rapidly over the _ You have now fenced in the eye. 
headlines and opening paragraphs of It cannot rove. You have given it 
the newspaper columns. If they are 2 target to shoot at. You have writ- 
interested in the first paragraph ten a catch line or news head that 
they will stop and read the entire Will arrest the attention. Your 
article. copy has been so interesting and 
Editors know that the first rule the shoes are described in such a 
in getting a paper read is to inter- Way that the reader wants to buy. 
est. the reader in the first para- 
graph. All beginners are instructed The Price, Postscript and Signature 
to tell the ‘story in that first sen- Turn back and review the pre- 
tence. Further on, in the body of ceding pages again. You have made 
the news article the story is told in a good impression. The reader is 
detail. now interested in “How Much?” 
Remember this: People do not and “Where is it on sale?” 
want to read ads. You must com- fhe price should be as promi- 
pel them to do so by making your pnently displayed as the head line. 
ad readable, interesting. In the Jt should stand out and complete 
first few words of the ad you must the news story. 
get the attention and interest of the First, the picture of the shoe 
ro = th ” stands out boldly. Then the head 
ae y ‘me very compelling jine interests. Then the news of 


the shoe. Then, of greatest impor- 





a 


Steuer ae tance, is the price. Then, of course, 
ets the place where the shoe is to be 
purchased. 


The reader should get it all at a 
glance. The most rapid reader must 
be able to take it all in at one quick 
look. 

That postscript is important. 
Like the postscript in a letter, it 
tells the reader something that is 
not contained in the body of the 
letter. It is an after-thought, 
tucked'in at the end to give the ad- 
vertisement an additional pull. 
More about postscripts later on. 





l j 





The Catehline 


OW about the signature. The 
name, location and complete 


particulars of the way to find the 
store should never be omitted. You 
may say that everyone knows you. 
They do not. Hundreds of strangers 
read your ads every day. Tell them 
exactly where you are. Give name 
of city, too. You will get mail or- 











In the first installment. of this 
series Mr. Prather discussed 
the fence around the ad and 
the target. Here he adds a 
catchline. 
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How to Create Good Newspaper 
Advertising 





ders most unexpectedly. Don’t 


make them guess. 


The Complete Ad Ready te Sell 
Shoes 


Here is the completed advertise- 
ment ready to sell the shoe. The 
illustration is attractive. The news 
head line tells something at a 
glance. The first paragraph com- 
pels further reading. 


HE price is boldly stated. You 

have said that you have a beauti- 
ful variety and told the reader 
some things about other shoes. If 
the shoe pictured does not appeal, 
then one of the others mentioned 
may interest her. 

In the postscript you have told 
her something about your store, the 
service you give, the care you take 
in fitting, etc. That is “good will” 
copy and every advertisement 
should carry a little of that. 

Sometimes you should dwell upon 
that part in your advertising. “In- 
stitutional copy” the high brows 
call it. It pays to tell people if you 







































Following the catchline comes 
the news item or your sales 
message. 
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Then you add price, postscript 
and_ signature. 


have something unusual to offer 
them in the way of service. Some 
of the biggest and best shoe mer- 
chants devote a lot of space to that 
highly important feature of mer- 
chandising. 

At the bottom of your advertise- 
ment you have given your name as 
a surety. You are not ashamed to 
sign the ad. Make it bold. 

Tell ’em where you are, too. If 
you are on a side street, a little off 
the main ways, tell ’em how to get 
there. Remember out-of-town folks 
who may read the ad. Invite their 
trade. 


Reasons for Border or “Fence” 


In the first installment we had 
something to say about “fencing in” 
an advertisement. The best au- 
thorities agree on this. Notice the 
general run of advertisements. You 
will see that the most attractive, 
the ones that hold your attention, 
have borders, or “fences” around 
them. 

Especially in newspaper advertis- 
ing is the border necessary. In a 
newspaper where competition be- 
tween the ads is strong, the border 
is most needed. Readers of news- 
papers are usually in a hurry, or 
else they are bargain hunting. 
Your advertisement must hold their 
eager, roving, rapidly-moving eyes. 
Once the eye is caught by the at- 
tractiveness of your advertisement 
it must be held by the border, com- 
pelled to halt and read. The bor- 
der prevents the eye from running 
off into another advertisement 


nearby. It is something like keep- 
ing chickens or pigs in a pen. Do 
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a little ey ting if you want 
te prove this to yourself. Look at 


some advertisements that have no 


borders. Note how easily your eyes 
stray away from the text. Then 
look at some ads that have borders. 
Note that your eye will stray over 
to the edge of the ad where the bor- 
der stops it—fences it in—compels 
it to remain “in the pen.” 

In setting up an advertisement 
the printer is apt to follow the line 
of least resistance. He will do it 
the easiest way if permitted, and 
that is “machine it.” This means 
setting the ad on a machine, putting 
it together exactly ‘as all others are 
put together. He will leave off the 
border, or if-a border is asked for, 
he may put a plain rule around it. 
It is to overcome this very natural 
tendency that we urge you to make 
a careful “layout” and specify the 
kinds of type to be used and the 
sort of border as well. Take the 
diagram given here as an example 
of good layout. Insist that this be 
followed without deviation. 

We advise the use of a border of 
exclusive design. If you have a 
good newspaper man, one who be- 
lieves in service and cooperation, 
he will get a special border for you 
and keep it strictly for your use. 
The type foundry book will show 
you hundreds of excellent border 
designs. Pick out a good, bold, 
striking design and ask the news- 
paper man to get it for you. The 
cost is small compared to the bene- 
fits. 


OME manufacturers supply bor- 

ders. They work into the border 
design a simple reproduction of 
their trade mark or the name of 
their advertised shoe. If you handle 
such shoes the use of that kind of 
border is all right. 

It is better, if you can afford it, 
to have a special border drawn for 
you by a competent artist. We will 
offer some suggestions for such bor- 
ders further on. The first cost is 
the greatest. 

This special border insures exclu- 
siveness in your advertising. No 
other advertiser can imitate you, 
especially if you have your design 
copyrighted. 

Beware of the border that is too 
ornate—too fancy. Avoid ginger- 
bread effects. Do not surround 
your advertisement with something 
that will compete with your shoe 
cut. Fancy scrolls, flowers, “art 
designs” are bad. Make the border 
simple, bold and different from 
others. 

Constant use of a specially de- 
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C—siemetars——y 


Here’s the completed ad— 
shoe and everything. 

















signed border will make it your 
trademark. People will learn to 
know it as your own personal mes- 
sage when they see it in the news- 
paper. 

If you feel that a special border 
is beyond your means, then use a 
heavy rule border around your ad. 
Don’t make it too heavy. It should 
not be like a mourning border. But 
it should be strong enough to hold 
the eye, like a good, strong fence. 
In this, however, it is a good idea. 
to think of the expenditure for a 
real border as a good investment,,. 
rather than an extravagance. 

Getting back to the text, your first: 
complete ad, as shown here, might: 
well read as follows: 

Headline: Patent Trimmed with: 
Kid. 

Text: The latest word in style is. 
patent trimmed with colored kid or- 
so-called reptilian leathers. We- 
offer the above pump in patent kid’ 
with small, graceful trim of tan 
kid, medium round toe, medium heel’ 
of block design. This is one of the- 
best fitting shoes we have in stock. 
The price is only $10. Other simi- 
lar styles at prices ranging from: 
$8.50 to $12. 

Postscript: You will always find’ 
the latest fashions here. It is our- 
aim to supply shoe service of the- 
best. Fitting shoes is our hobby. 
We like to show and explain. Con- 
sult us about your shoes. Let us. 
help your feet to better ease. 

Signature: The Fashion Boot 
Shop at Fifth and Center Streets,. 
Brownsville, Ind. 
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Animals in their cages—and shoes with them—in Hyatt’s store, Lake Charles, Louisiana 


Swiping Barnum’s Stuff to Help 


EFORE the sun was an hour 
B high people were headed 

toward Ryan Street. Farm- 
ers, suburbanites first, and a little 
later the more leisurely urban resi- 
dents were wiping the sleep from 
their eyes and wending their way 
along with the unusual throng down 
to where the big white curtains, the 
night before, withheld their mys- 
terious secret from the passerby; 
down to where that big, strange 
looking advertisement in the news- 
paper had promised a great thrill; 
down to where that seething, mur- 
muring, curious throng were already 
beginning to assemble before 
Hyatt’s Shoe Store in Lake 
‘Charles, La. 

It was “Circus Day in Dixie”; 
yes, circus day, but a vastly dif- 
ferent circus than the one they 
had seen the year previous. This 
was a “Bargain Circus,” adver- 
tised like a circus, carrying the 
atmosphere of the circus; “so 
‘much like a circus,” said one vis- 


Sell Shoes 


ing of business usually attached to 
a sale. 

The circus atmosphere created the 
feeling of friendliness and jocular- 
ity, the abandon of circus day—the 
day of the year when we more or 
less permit ourselves to cut loose. 
People were asking their neighbors, 
“Have you been to the ‘Bargain 
Circus’?” They seemed to think 
that to miss going was to lose out 
on something really worth while. 

The crowds were dense and kept 
a steady stream in and out of the 
store. To say they bought is saying 
it too mildly, for from the point of 


results it can be safely said that 
“Hyatt’s Bargain Circus” was by far 
the most successful sale ever put 
over by the store, and that is saying 
a mouthful. 

Upon your approach to the street 
entrance of Hyatt’s shoe store you 
were greeted by immense banners 
proclaiming “Hyatt’s Bargain Cir- 
cus.” 


S you came in front of the store, 
your attention was called to the 
unusual appearance of the windows, 
which had been arranged by the use 
of beaver-board and a generous ap- 
plication of paint to resemble cir- 
cus menagerie cages; a visit to 
the nearby wood netted sticks of 

a uniform size to use for the cage 
bars; a local taxidermist con- 
tributed the loan of some fine real 
stuffed wild animals to give real- 
ism to the display. A shoe trim 
was placed in the windows with 
the bargain price tags and some 
announcements. The front door 
was converted into a circus ‘Main 


itor, “I can almost smell the odor 
of animals from the cages.” The 
pomp and grandeur of the circus, 
‘but it was a sale; a sale, but it 
-was different; you lost that feel- 


L. M. Hyatt, mana- 

ger of Hyatt’s, who 

put the sale over 

with a loud, resound- 
ing bang 


Entrance.” 

The first feature that drew 
your attention was a miniature 
circus ring in the center of a big 


Roy F. Ratliff, ad- 
vertising man who 
conceived the idea 
and executed the ads 
and the publicity 
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table. In the ring was a Donkey and an Elephant 


attached to a wind-up spring which kept them . M 
traveling around the ring. Arranged on this table Join the Merry Throng of CircusShoppe: 


was the day’s “Feature Bargain” (leader), this ¥ 
item being changed every other day and an ad- , ALL. ATTENTION 
vertisement being run in the newspaper calling XY 

special attention to this item, and other “corking” \ by ° 

values. Suspended at about ten foot intervals on Oy . On Ring No | 
aerial trapezes were cards with catchy announce- . A. s 
ments worded in the jargon of the circus. The - , 

sale shoes were displayed on temporary tables in ’ Our Fourth of July 
order that the buyers could get at them with the ‘3 ' Special Feature 


least amount of resistance, to make buying as con- va . : 

venient as possible. 5 Great Crowds Are In 
On the first day, souvenirs were given to the as 

children and then on Saturday morning every ' Bees Attendance Daily 

youngster who showed his face in the door was 

greeted with a bag of peanuts. 


E advertisement and newspaper publicity was 

a big feature in the success of the event. A ’ ks TTT 
typical circus publicity campaign was used in the Vig ae ri aye Nh 
(local) Daily American Press, followed by an an- . —_—— 
nouncement of the “Bargain Circus,” and the 
closing of the store two days before the sale 
opened; then the day preceding the opening, a 
large ad with actual shoe cuts, descriptions, prices, 
etc., was used. A generous supply of animals and 
circus cuts were used in this ad, together with the 
headings over the items being expressed in the 
language of the circus. This was followed by 
smaller ads, every other day throughout the sale. 

The circus idea was carried out through the en- 
tire campaign, including real clowns and all the i 
sales people wearing circus caps. Ss ‘ , 

A most significant feature, called to our atten- ye tii Bhi as ee eo 
tion, was that only the previous month an anni- : eile, we ere offering beautiful new aijerigg " hoes ot 
versary sale was held and was conducted in the ee Ge Ga tas as Gas ot dae a 
customary manner of most anniversary sales. The we oe ee ag etl yentecemam 
prices were very similar to those in the “Bargain z es sp ane ptea A out an 
Circus,” yet the sales in the Circus excelled those SS 
of the Anniversary sale more than four times over. 
This proves to our mind that it takes a live idea 
and a well worked out newspaper campaign to put 
over a satisfactory sale. 

This “stunt” had everything to attract atten- 
tion—novelty, the linking up with a big event in 
the town, color, animation and even humor. Com- 
petition to gain the public’s favor is most~keen 
these days. The merchant who, can and does go 
out of his way to think up some new method of 
putting his store and his goods into the minds of 
his public is the merchant who is profiting. 








Applauding Values 
2 some of our very Here are the new and novel reptile cre 
during the previous ‘tions which are so very popular for vaca- 


have been favored tion wear. The newest White creations are 
included in this group of $3 and $10: valyes. 


$6.98 


For What’s a Circus Without 
—Peanuts— i 


1 want every boy ana’girl in town to come to the “Bargain 
Circus” for I have a nice freshly roasted bag of peanuts for 
you. 














FREE—Saturday' Morning—-FREE 








s MEN'S OXFORDS 
BLACK OR TAN 


WE FIT FEET $3.98 
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Materials Overshadow Patterns 


in Style Category 


Shoe Designer Sees Ahead a Season of Fancy 
Leathers and Fabrics 


HE material is the thing. What 
the shoe is made of rather than 
the manner in which it is 
made, stamps it as stylish or not 
this year. This is the _ succinct 
epitome of shoe style, according 
to S. Aprile, the well-known shoe 
designer and importer of shoe ma- 
terials and accessories. 

Mr. Aprile, with a shoe expe- 
rience beginning in Italy, running 
through France and into America, 
is firmly convinced that several 
style factors will mark the “smart” 
shoe in the fall of 1926. A keen 
survey of the French fashion re- 
sorts and a study of the American 
situation, shows, he says, the ap- 
proach of a season in which fancy 
materials will lead the style parade. 

First and foremost in the ma- 
terials for day-time shoes, he 
says, he lists the reptile 
leathers. “Real reptile,” he 
says, “is expensive and 
scarce. In high priced shoes 
it will be used, of course, but 
the large volume manufactur- 
ers will turn to the use of imi- 
tation reptile skins, such as 
snake, alligator and lizard.” 

These leathers will not be 
merely out and out imitations 
of the real reptile skins, but 
will be worked up in colors 
as well, although the straight 
imitations will have a place 
in the fall style scheme. 

From his observations in 
Paris, Mr. Aprile is con- 
vinced that one of the best 
colors for fall, aside from 
black, will be the new 
coppery brown shade, 
launched under the name of 
Chaudron. This color, ap- 
plied to all sorts of leathers, 
including reptiles, kid and 
patents, also will be strong 
in satin and brocades, the 
latter for evening wear, of 
course. 

On the subject of evening 
slipper materials, Mr. Aprile 
waxes most voluble. The 


plain gold and silver kids, which 
led the van last year are destined 
to a much more lowly position this 
year, their exalted places to be 
taken by brocades and other fancy 
materials. Vamps embroidered in 
silk threads, or glistening sequins 
are due for consideration. These 
sequin embroidered vamps are 
much worn in Paris now and pro- 
vide a medium for considerable 
artistic expression, both in color 
and pattern. The sequins are of 
gold, silver or a variety of colors, 
which can be made to harmonize or 
to match the prevailing color of the 
costume. 

In addition to such decorative 
features as this, the fall season 
will be strong in buckles and 
similar ornaments. Tapes of small 


. Aprile displays some imported leathers 


stones, rhinestone and pearl, ame- 
thyst, topaz and other colors will be 
used extensively for bringing out 
the lines of evening slippers, ap- 
plied around the collar of the 
slipper and as an edging for straps. 
Rhinestone and cut steel buckles 
are coming back more strongly 
than ever, he believes, and several 
new materials have been introduced 
into the buckle field. One of these 
is hand wrought iron. He is show- 
ing one such buckle, which is about 
2 inches across, yet light, despite 
the fact that it is made of iron. 


HESE iron buckles lend them- 

selves particularly as decorations 
for suede or other dull materials in 
black. 

Another decorative feature that 
is given important place by 
Mr. Aprile is a flat fob like 
ornament, to replace the little 
marbles that have been so 
extensively used on the end 
of ribbon ties. 

While patterns do _ not 
mean so much in the fashion 
scheme as do materials, Mr. 
Aprile sees a big vogue for the 
fancy oxford this fall. “The 
oxford,” he says, “is most 
important in Paris and is be- 
coming so here. It. is a type 
of shoe that lends itself to 
good shoemaking, to smart 
lines and to good fitting.” 

Strap and step-in models 
also will have a large place in 
the fall style catalog, he says, 
while for evening wear the 
sandal effects are still good. 
“Sandals,” he adds, “are only 
for the good-looking foot, and 
should never be worn by a 
woman with a broad foot.” 

All patterns, he declares, 
will tend toward more sim- 
plicity of line, depending upon 
the material and the workman- 
ship to give the touch of 
smartness-that is so necessary 
in high-grade footwear. 
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Here Are Some ‘‘Goat Getters”’ 


A Sure Way to Lose a Sale Is to Anger the Customer 


By Uncle Dudley 


Py E who fit shoes ought to know 
\\ Sy); more about ordinary things 
Aes | oP than we seem to know. Some- 
e\44219) times I think we are simple 

minded in our handling of cus- 
tomers. I have seen a salesman grab a 
woman’s foot as if it were a pump handle. 
I heard one fellow say that he always gave 
the foot a little squeeze and by that means 
located the tender spots. That reminded 
me of the story of the nurse maid. Her 
mistress asked her if she always tested the 
water in baby’s bath to see if it was too 
hot. The maid replied: “Sure, I do. I 
put the baby in the bath. If he turns red 
I know the water is too hot.” 

Some salespeople seem to be afraid of a 
foot. They handle it as if it were T.N.T. 
Others seem to feel that every foot is made 
of wood. 

Why can’t we find an average way of 
handling? Not too harsh, not too timid. 
Any person who has not learned that 
should take some lessons from an old 
timer. Here’s how I do it. 


HE first thing is to get the old shoe 

off the foot. Then take the tip end of 
the stocking, give a gentle little pull. That 
loosens the stocking that may be sticking 
to the foot and feeling like a plaster. It 
makes the customer feel better, I know 
by my own feet. Then I take the heel 


gently between my thumb and fingers. I 
never grab hold of the ankle. That is the 
worst sort of bad handling. Then I run 
my fingers, gently, mind you, over the 
toes and across the instep. My finger tips 
tell me the story of the foot. I can locate 
every bunion, corn, irregularity or bad 
spot in a second. I don’t have to squeeze 
the foot to find out where it hurts. 

Not in many years have I had a cus- 
tomer flinch from my handling. 

Do you know that some people are so 
sensitive on the bottoms of their feet that 
the slightest touch makes them squirm. 
Some of them giggle. I know one girl 
that almost goes into hysterics every time 
she has a shoe fitted. She is one of the 
worst of the ticklish kind. 


ETTING the customer’s goat seems 

to be one of the great indoor sports 
of many shoe salesmen. Sometimes I 
think that careless salespeople can lose 
more business for a store by wrong han- 
dling of feet than almost any other thing. 
I know that I never patronize a barber 
twice who shows that he does not know 
how to treat a man’s face. 

Foot fitters should be good foot han- 
dlers, too. Hot weather makes most peo- 
ple mighty touchy about their feet. Let’s 
handle them with care and give them no 
chance to kick. 
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He Profits Most by Serving Best 


A California Shoe Merchant Who Believes in the 


True Definition of the Word “Service” 


HEN the traveling editor 

comes in contact with a man 
who stands out as a living example 
of the real meaning of “Service to 
Mankind” he feels like enlarging a 
bit upon it. 

In Visalia, Cal., such a man is 
found in Harry Locey, shoe mer- 
chant extraordinary, and public-spir- 
ited citizen of the highest order. 
Harry is vice-president of the Cali- 
fornia Shoe Retailers’ Association, 
has just retired as president of the 
Visalia Merchants’ Association, hav- 
ing completed a year’s term in Feb- 
ruary of this year; member of the 
Board of Education; active Rotari- 
an; member of committees galore; 
owner of a 40-acre orange and grape 
ranch, which affords him the neces- 
sary outdoor diversion, and last but 
not least, owner and active head of 
a flourishing retail shoe business. 


While president of the Visalia 
Merchants’ Association. he _insti- 
gated and saw through to success 
the Visalia Shopping News, a publi- 
cation that is distributed by mail to 
every home in Tulare County and 
also as a section of the Visalia News, 
a weekly. This shopping news car- 
ries the advertisements of the mer- 
chant members of the association. 
It has proved to be a profitable me- 
dium of publicity, and Harry Locey 
scores another winner for his town. 

Readers of the RECORDER may be 


as interested as the editor was in 
learning more of the life of this man 
who believes in service. 

Locey was born in California and 
settled in Visalia when it was a small 
village. He studied shorthand and 
typewriting, and became secretary 
to one of the most prominent busi- 
ness men of the place. Soon he was 
adding more and more to his duties. 
He became buyer of shoes and other 


HARRY LOCEY 


Shoe merchant’ extraordinary, 
who does things in Visalia, Calif. 


merchandise. Soon he was one of 
the most trusted and active em- 
ployees of the big store. After a 
time he decided to enter business for 
himself, and the shoe business he 
now owns is the outgrowth of that 
early ambition.. 

His rule for success may be 
summed up in a very few words: 
“Look for more things to do.” That 
is Harry Locey all over. He is con- 
stantly looking for more things, and 
more useful things to do. When a 
thing is needed in mercantile cir- 
cles, educational work, civic or busi- 
ness, the word goes around: “Get 
Harry Locey on the job.” 

Some wise old fellow said once: 
“When I want a thing done well I 
try to get the busiest man I know 
to do it.” 

Harry is never too busy, never 
too much overworked, never indiffer- 
ent to the call of public duty. And 
in serving most he has profited most. 

It is interesting, and amusing, to 
compare the life of such a man to 
that of the poor little peanut who 
tells me he is “too busy to read trade 
papers,” to attend trade conventions, 
too tired to play, too indifferent to 
the welfare of others to serve man- 
kind in any capacity. 

During all my stay in Visalia and 
all my contact with Harry Locey I 
never heard him say that the shoe 
business was rotten. It is not with 
him. 





Put Out New Dealer Help 


NEw YorK—The Best Ever Slip- 
per Co., 75 Front Street, Brooklyn, 
has put out a new dealer help in the 
form of an attractive easel back dis- 
play card. The card carries a photo- 
graphic reproduction of a family 
scene, father, mother and baby, 
seated in a large arm chair beneath 
a light and all wearing Best Ever 
slippers. A reproduction of one of 
the company’s slippers, in color, also 
is shown on the card. 


Plan New Building 


CINCINNATI.—The Daniels Shoe 
Company, located on Fifth Street 
between Vine and Race, has just pur- 
chased the building adjoining the 
Glenn building on the southwest cor- 


ner of Fifth and Race and intends 
to erect a modern two story struc- 
ture, the main floor of which will 
be occupied by the store. A. E. 
Cohen is president of this thriving 
concern. 


Solomon in New Position 


DETROIT—Harry Solomon, man- 
ager of the basement shoe depart- 
ment at Ernest Kern’s, following the 
resignation of Frank Moffatt has 
been given charge of the upstairs 
departments in addition to his for- 
mer position. 


Starting New Tannery 


Boston.—A. C. Lawrence Leather 
Co. is starting up the tannery at 
Middleville, N. Y., formerly the Mills 


tannéry, for making calf leather. 
Earle H. Pierce has come from the 
St. Louis office to merchandise the 
product. H. C. Molineux, who was 
with the Mills company, is superin- 
tendent of the tannery. 


To Install New Front 
CINCINNATI.—Potter’s is to have 
a new and very up to date store 
front with improved type window 
fixtures and display equipment. The 
entrance to the store will also be 
made larger. The work will be 

started on Monday, August 9. 


“Dick”? Stix Marries 


CINCINNATI.—Richard Stix, ad- 
vertising manager for the Julian 
and Kokenge Company, was married 
on August 2 to Harriet Kuhn. 
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Told in Pictures 


HE character of the 
counter adds to the 
value of the shoe. 











These Photographs were 
taken to illustrate the 
making of counters and 
innersoles, in factories where West Virginia Fibre 
Board plays an important part in the manufac- 
ture of good shoes. 

















Pulp Products Department 


West Virginia Pulp & Paper Company 


200 Fifth Avenue, New York, N. Y. 


732 Sherman Street 503 Market Street 505 Dime Bank Bldg. 
Chicago, Ill. San Francisco, Cal. Detroit, Mich. 
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“Turnover” has become a word of almost 
magic significance, and judging from the talk 
about it, one would think it a recent discovery. 
Yet after all it depends upon certain funda- 
mentals, as old as the art of selling itself. 


It is more true now than ever that good sell- 
ing is linked up with good buying. The alert 
merchandise man must have comprehensive 
and reliable buying information; he must have 
contact with the widest possible sources of 
merchandise if he is to make sure of getting 
what he needs when he needs it. 








Because of this need, a market place cf the 
trade, an unlimited stock, has been created 





through the advertising pages of this A. B. P. 
publication. The market place is brought to 
the buyer. Comparisons are made available 
which guide intelligent decision. 


As a condition of membership in the A. B. P. 
this paper has pledged itself ‘‘to decline any 
advertisement which has a tendency to mislead 
or which does not conform to business integ- 
rity” and it is maintaining this protection for 
the buyer. 


Paralleling the service of the paper’s ‘‘market 
place” is the- editorial service of news and 
counsel. Together they form a practical mer- 
chandising tool that has become indispensable 
to the best merchants in its field. Read this 
paper regularly and benefit by its editorial 
content and the advertising it carries. 





THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 








An association of none but qualified publications reaching 
the principal fields of trade and industry. 











The Boot and Shoe Recorder is a member of The A. B. P. 
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Among the most pleasing of the safe and con- 
servative leather shades for fall is Cedarwood. 


Cedarwood is a distinct brown of medium 
tone with an uncommon cast—quiet and rich. 


A decidedly appropriate autumn color for all- 
over use or for trim. 


For good looking brown shoes in leather that 
you know is as good as it looks, order and in- 
sist upon Cedarwood Luxor Leathers. They 
have a smooth flat grain with a tight break. 


Drop a postal for a sample. 


Samples of CEDARWOOD, 
CERAMIC and UNIVER- 
SITY GRAIN, new fall 
shades, on request. 





“This isa 
Calf Year” 


The OHIO LEATHER COMPANY 


GIRARD ~QOHIO 
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IS3.E.C Coloured Kids 








Leaders in the Shoe industry are 
quick to profit by the eccentricities 
of Style. They find her a nimble and 
tireless business getter. 


It is significant that these fat-seeing 
and successful business men are the 
most consistent believers in the su- 


premacy of F. B. &% C. Glazed Kid. 





Supreme in White and Colours 


AMALGAMATED aoe COMPANIES, Inc. 
319 Arch Street, Philadelphia Fi Factories: Wilmington, Del. 


Made by MAS pag pI CRAF TSMEN 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 















N. S. T. A. Writing "Em 
Up Fast 


The National Shoe Travelers’ As- 
sociation headquarters at 183 Essex 
Street, Boston, is a scene of much 
activity these days, with applica- 
tions for new memberships, and 
N. S. T. A. group insurance coming 
in fast. Especially gratifying is the 
interest manifested on the part of 
the younger element among the shoe 
travelers, who wish to join the 
ranks of the National and to be- 
come participators in the insurance 
feature. 

All N. S. T. A. members changing 
their addresses are requested to 
notify Secretary T. A. Delany imme- 
diately, as well as the secretaries of 
their locals so that there may be no 
delay or returns of mail sent to 
them. So busy is the National 
office writing insurance and en- 
tertaining the visiting trade that 
Harry P. Lynch, vice-president of 
the Boston Shoe Travelers, who rep- 
resents Howard & Foster Co. of 
Brockton, often “lends a helping 
hand.” 


I. F. Staps Visits the Hub 


I. F. Staps of Minneapolis, who 
represents J. J. Grover’s Sons, 
Stoneham, Mass., in the Northwest, 
and Mrs. Staps have been visiting 
Boston during the past week. This 
was a business and pleasure trip. 
Several of the big Canadian and 
American cities were toured en 
route. A day was also spent at 
Niagara. This was Mrs. Staps first 
trip East, which she says she has 
enjoyed immensely. She has vis- 
ited the Pacific Coast and now has 
finished her ’cross-country survey. 
Among the calls which Mr. and Mrs. 
Staps made while in Boston was 
one at the N. S. T. A. office. 


MecDaniel’s Barbecue at 
Marvyn Lake, Aug. 26— 
All Shoe Men Invited 

Every shoe man in the United 
States is invited to come to Gordon 
McDaniel’s annual barbecue at 


Marvyn Lake, near Opelika, Ala., 
on Aug. 26, at 2 p. m. 


The barbecue is an annual affair 


given by Gordon McDaniel, star 
salesman of the Ault-Williamson 
Shoe Company of Auburn, Me., and 
St. Louis, Mo., makers of Constant 
Comfort and Constant Style shoes 
for women. Gordon covers south- 
eastern territory. This particular 
barbecue promises to be the biggest 
and best that Mr. McDaniel has 
ever put on. 

Marvyn Lake is one of the beauty 
spots of Alabama. It is in Russell 
County, but a short distance from 
Opelika on the Dixie Overland 
Highway, directly between Mont- 
gomery, Alabama and Columbus, 
Ga. Mr. McDaniel is erecting a spe- 
cially built house for the barbecue 
on the lake shore. It will be 
named “Constant Comfort” and dec- 
orated with appropriate signs. It 
is big enough to take care of 60 or 
70 men over night. 

Mr. McDaniel has arranged for 
automobile transportation for those 
shoe men who haven’t cars. Simply 
see or ’phone the chairman of Auto- 
mobile Transportation in your local- 
ity, tell him you are a shoe man, 
give him your name and that of the 
firm you are with, and say that you 
want to go to McDaniel’s barbecue 
at Marvyn Lake. The chairman will 
see that you get there. Be sure to 
see him not later than the Monday 
before Aug. 26. Remember, if you 
are a shoe man living in the United 
States you are invited. 






















These are the Transportation 
chairmen: Hubert Steel—All Amer- 
ica Shoe Co., for Birmingham, Ala., 
and vicmity; Jim Price—Bullock 
Shoe Co., for Atlanta, Ga., and vi- 
cinity; Harold Steel—All America 
Shoe Co., for Atlanta, Ga., and vi- 
cinity; Walter Miller—Miller & 
Taylor Shoe Co., for Columbus, 
Ga.; Mr. Stevens—Kirven Shoe Co., 
for Columbus, Ga.; Page Schlessen- 
ger—Walk-Over Shoe Co., Chatta- 
nooga, Tenn.; George Bussey—Ma- 
con Shoe Co., president Southeast- 
ern Shoe Retailers Association, for 
Macon, Ga.; Morris Ellis—Ellis 
Shoe Co., for Nashville, Tenn.; Reu- 
ben Stieffel—J. Goldsmith & Sons, 
for Memphis, Tenn.; A. J. Stegall— 
Frank Bond Shoe Co., for Jackson, 
Tenn.; C. Arthur Taylor—J. Kutt- 
ner & Co., for Rome, Ga.; Jules Cul- 
lum—Saxon-Cullum Shoe Co., for 
Augusta, Ga.; B. Raskin—for Sa- 
vannah, Ga.; J. J. Jordan—for Jack- 
sonville, Fla.; Victory Fountain, 
Jr.—for Deland, Fla.; D. F. Harri- 
son—Anthony’s, Inc., for West Palm 


Beach, Fla.; George Pryor—Bur- 
dine’s Bootery, for Miami, Fla.; 
George L. Barnes—Maas’ Bros. 


Bootery, for Tampa, Fla.; W. L. Til- 
linghast—Tillinghast Shoe Co., for 
St. Petersburg, Fla.; Mr. Anson— 
Anson’s Shoe Co., for Pensacola, 
Fia.; T. P. Shine, Shine’s Walk- 


Over Shoe Co., for Mobile, Ala.; 
H. L. Carre—Carre Shoe Co., 
Anniston, Ala. 


for 








This photo gives only a slight idea of the way Gordon McDaniels’ 

famous annual barbecue will look on August 26, at 2 p. m., Marvyn 

Lake, near Opelika, Ala. (Photo taken on another occasion.) And 

here is Gordon, himself, in the circle at lower left. He travels south- 
eastern territory for the Ault-Williamson Shoe Co. 
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Z1P-ONs-— 


mean added volume 
for little added effort 


HOES and Zip-Ons go naturally together— 
and mean two profits instead of one. Shoe 
stores and shoe departments are discovering that 
in the fall and winter season it takes very little 
extra sales effort to get each woman buying chil- 
dren’s shoes to take a pair of Zip-On Leggings 
also. Zip-Ons sell easily because mothers imme- 
diately appreciate the Hookless Fastener feature. 


Zip-Ons are the only leggings with the original 

Hookless Fastener, which can be bent and 
twisted without damage. 
Women like to try these 
time-saving fasteners 
themselves—a pile of Zip- 
Ons on the counter at- 
tracts them and practical- 
ly makes the sale without 
a word. 


Made of Waterside 
Corduroy and Waterside 
Suede Like—as well as 
Jersey Cloth and Mole- 
skin—Zip-Ons are trim, 
attractive and built for 
longest wear. 


No buttons to come off. No 
buttonholes to tear. And so 
good looking as to please your 
most fastidious customers. 








LACING HOOKS 
MARK 








L4P-ON 
LEGGINGS 


Howtetr & HocKMEYER Co., Fifth Ave., 
Cor. 26th St., N. Y. Sales Agents. 





What About the 
Lacing Hooks? 


After you have decided on the last and the 
leather, Mr. Shoe Buyer, then what do 
you consider? If it’s a high shoe, you speci- 
fy lacing hooks, of course, because any high 
shoe is at a disadvantage without them. But, 
do you insist on any particular kind of 
hook? 

Oh, yes! there’s a difference. There are vari- 
ous kinds of lacing hooks. But, what we 
want to point out is that eRoditee Lacing 
Hooks are the best enameled hooks. They 
are strong and properly shaped so as to ac- 
commodate all laces. There are no sharp 
edges to cut or fray the laces. They have a 
beautiful lustrous finish that matches the 
eyelets perfectly and that wears almost 
indefinitely. 

Every shoe buyer will find it worthwhile to 
order shoes with eRoditee Lacing Hooks. 
And we can assure him that if the rest of 
the shoe is as good as the hooks it will give 
its wearer wonderful satisfaction. 


TuBULAR Rivet & StuD COMPANY 


Selling Agents 
UNITED SHOE MACHINERY CoRP’N 
205 Lincoln Street Boston, Mass. 
oo 
Specify Lacing Hooks for all High 
Shoes and Insist They be ®Rodite« 
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James D. (“Jim”) Boyle. He 

covers New England and New 

York State with the Red Cross 
line 


Jim Boyle Boosts Red 
Cross Line 


James D. Boyle, known to his 
many friends the country over as 
“Jim” Boyle, for six years sales 
manager for the Dr. Kahler Shoe, 
and for the last three years with the 
Red Cross line of The United States 
Shoe Co., covering New England 
and New York State, greeted his 
many friend-buyers at the Essex 
Hotel, Boston, during the days of 
the Boston Shoe and Leather Fair. 
Jim is a good worker for his house. 
One of his big achievements was to 
“put across” the Red Cross fran- 
chise for all of the T. Eaton & Co., 
Ltd., stores of Canada. This store, 
Jim states, is the fourth largest buy- 
ing power in the world, with large 
establishments at Toronto, Winnipeg 
and Montreal, and mail order 
houses in Winnipeg and Moncton. 


Lou Livingston Will Travel 
the South Again 


He’s going back once more to the 
Sunny South. “Lou” Livingston, 
“go-getter” for the Cornell Shoe Co. 
of Brooklyn, who has been cover- 
ing the Middle West for this firm 
of late, has again taken over South- 
ern territory formerly covered by 
W. A. Harris, who is not now with 
the Cornell organization. 

“Lou” has in the past “made” all 
the large Southern cities and has 
a host of friends there. He is plan- 
ning an extensive trip soon and 
says that he wants the boys in the 
South to know he’s got something 
real in fashion footwear that will 
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make them sit up and take notice. 
He says that the line is the most 
exquisite ever presented by this 
well-known house. 

Foreign connections have been 
established by Cornell for the pur- 
pose of bringing to their customers, 
first hand, the newest ideas from 
abroad. 


Tom Cahill Traveling with 
C. E. Leech 


Tom Cahill of the Cahill Shoe Co., 
Cincinnati, is spending several 
weeks in the Northwest with C. E. 
Leech, Wisconsin salesman for Ca- 
hill. Both men are calling on the 
trade, showing the new “Cahill 
Catchy Creations” for fall. L. B. 
Cahill writes the RECORDER that the 
Cahill plant is busy and that it is 
receiving a large volume of orders 


“Lou” Livingston, who will cover 
southern territory again for the 
Cornell Shoe Co. 


for October delivery. He _ states 
that many of these shoes call for the 
newer shades of stroller tan calf and 
bois de rose calf; also quite a num- 
ber of patent leathers with suede 
trims, and some satins. 


Wall-Streeter Men, Active 
“Live Wires” 


“The representatives of the Wall- 
Streeter Shoe Co. believe in working 
seven days a week, and 18 hours a 
day. Business is in a healthy con- 
dition, with good orders booked. 
This is the censensus of opinion of 
the enthusiastic salesmen, who were 
interviewed at the company’s booth 
at the Boston Shoe and Leather Fair, 
during the days of July 6-8. James 
E. Wall and Elliot La Montagne, who 


63 


were in attendance at Room 623, 
Copley Plaza, also reported an ex- 
cellent business. 

At the booth at Mechanics Build- 
ing were: Howard Mahoney, who 
covers New England; Fred Brill, who 
covers New York; Joseph F. Jones, 
who covers Pennsylvania. All were 
kept busy showing oxfords in 
medium shades of tan on the Collegi- 
ate type of lasts. 


Wedding Bells for Weber 


Frank J. Weber, president in 1923 
of the National Shoe Travelers’ As- 
sociation and sales representative 
for Weber Bros., North Adams, was 
married on Tuesday, July 27, to Mrs. 
Viola Hock Stegner. Mr. and Mrs. 
Weber will be at home after Nov. 1 
at their residence on Larry Avenue, 
College Hill, Cincinnati. Meantime, 
the trade is extending its congratu- 
lations. 


Kyle with Hamilton-Brown 


J. Rankin Kyle has recently be- 
come a member of the Hamilton- 
Brown Shoe Co.’s salesforce, and 
covers southern Florida with head- 
quarters at Tampa. He has had 
many years road experience as well 
as experience in retailing. Up until 
1918 he was with Rice-Stix, one of 
the largest wholesale dry goods 
houses in the country. He was con- 
nected with their ready-to-wear de- 
partment covering Florida and was 
their “No. 1” salesman. 

In 1919 he opened up a store of 
his own at Springfield, Mo. Later 
he went back to Florida and for a 
time was in the insurance business. 


J. Rankin Kyle, who covers 

southern Florida, with ar- 

ters at Tampa, for The Hamilton- 
Brown Shoe Co. 
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Reasons Why— 
J. D. Murphy Shoe Co., Natick, Mass. 


Equip Shoes with USKIDE Soles 


USKIDE keeps ye ' Two ¢ 


the shoes in shape 

for a longer time. j More shoe dealers thanever 
are specifying USKIDE 
Soled shoes — because so 
many of their customers ask 


for USKIDE Soled shoes. 


USKIDE advertising is 
creating more ana more j 
demand for USKIDE fis 
Soled shoes. Ei tg 
USKIDE Soles are uni- 
formly good. Their fine 
quality is the same year 
Specify “U. S.” Spring- after year. 

Step Rubber Heels 


Everywhere, shoe wearers 
Seeds tt "Spcued Rake Watch for more reasons why shoe 
ber” because of its greater manufacturers prefer USKIDE Soles. 
comfort and longer wear. 











United States @ Rubber Company 


TRADE MARK 
1790 Broadway, New York 


Sole and Heel Stocks in our following Branches: 


Boston Chienge, New Orleans NewYork Cincinnati St. Louis 
Portland, Ore. Los Angeles San Francisco 


Pittsburgh 


Specify Shoes Equipped with 


USKIDE Soles 
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Talk Style and Sell More Rubber 


Footwear 


There Are Fashions for Rain, as Well as for Sun 


-—and she constitutes at least 

95 per cent of the United 
States’ entire feminine population 
—has a keen sense of the fit- 
ness of things—ensemble-wise. 
To her, style is a paramount con- 
sideration. She applies it to 
everything she buys. The fash- 
ionable woman does not allow a 
rain or a snow storm to interfere 
with her trips to parties or to busi- 
ness. She obviously realizes that 
life is short, at its longest, and that 
she must look as well and dress as 
well on the rainy as on the sunny 
days. The woman of 1926 no longer 
really likes the idea of going out in 
old clothes when the sky is “frown- 
ing,” and she surely does not want 
to ruin her good apparel, of which 
shoes play so important a part. 
And so, after many years of experi- 
mentation, she has decided on a sep- 
arate wardrobe in which to weather 
the storm, as well as one in which 
to play tennis, or golf, or one in 
which to dance. 


T= fashionable woman of 1926 


TOUR of the department stores 
A in search for rainy-day equip- 
ment finds in full view rubberized 
rain hats, rubber rain coats and 
capes, made in the most approved 
styles; or rubberized umbrellas to 
match raincoats. A tour of the shoe 
departments of these stores and of 
many of the exclusive shoe stores, 
discloses to the shopper many new 
styles in rainy-day footwear. 

In the latter classification comes 
the Raynboot, the product of the 
Cambridge Rubber Company, and to 
prove this their claim that the Rayn- 
boot is comparable in style to that of 
leather footwear, a group of three or 
four models paraded through the lob- 
bies of hotels, where shoe buyers 
congregated during the days of the 
Boston Shoe and Leather Fair, 
showing Raynboots in both street 
and evening dress ensemble. 

One of the models wore a rainy 
day coat in dark blue and a fawn- 
colored wool jersey Raynboot, with 
fawn velvet cuff in slightly deeper 
shade of fawn to that in the boot; 


the evening dress model’s Raynboot 
was in black, trimmed with fur. 
Her dress was in black lace, with 
a color note in red roses to match 
the red in the plaid under cuff of 
the boot. The models carried bal- 
loons in colors of green, coral or 
blue, according to the costume 
worn, stamped with the name Rayn- 
boot. The clothing line of the Cam- 
bridge Rubber Co. was also used in 
this publicity “stunt.” 

These Raynboots are built in 
sport heights and reach just above 
the ankle, with the turnover cuff— 
or the cuff can be turned up in wet 





A new cuff overshoe style for 


wet weather known as the Rayn- 
boot. When cuff is turned up this 
model extends as far leg-wise as 


a four-buckle gaiter. Made by 
Cambridge Rubber Co.. Cam- 
bridge, Mass. 


weather to a height slightly lower 
than the regular four-buckle over- 
shoes. 

Raynboots are a new feature on 
the market. One of Cambridge’s 
salesmen stated that while they 
made their official “debut” during 
the days of the Boston Shoe and 








[[ Rubber Heel Yearly Produc- 
tion 272,308,000 Pairs 


A statistician in the rubber 
heel industry states that the 
annual production of rubber 
heels for the past two years 
has averaged approximately 
272,308,000 pairs. This is the 
total unclassified amount for 
men’s, women’s and children’s 
shoes. 














Leather Fair they were actually in- 
troduced about fifteen to twenty 
days before that time, and already 
several thousands of cases have 
been sold. This salesman also 
states that from investigations 
made a big volume on this innova- 
tion is expected. It is further an- 
ticipated by the Cambridge Rub- 
ber Company that the Raynboot will 
be just as big a favorite as the 
Radio boot was in its height of 
popularity. 


Harvey Firestone, Jr., Re- 
turns from Overseas Trip 


Harvey S. Firestone, Jr., son of 
H. S. Firestone, president of the 
Firestone Tire and Rubber Com- 
pany of Akron, recently returned 
to his home from a six months’ 
world trip in the interests of Fire- 
stone. He visited with Mrs. Fire- 
stone, Director C. A. Myers and 
wife, M. A. Cheek of Singapore and 
Engineer Timlin of Firestone the 
various buying posts of the com- 
pany in the East. The countries 
covered were Japan, China, the 
Philippines, Singapore, Malay Pe- 
ninsula, Java, Sumatra, Borneo, 
Ceylon, Egypt, France and England. 


New Cushion Gripper 


One of the new developments in 
a heel lining is made of sponge rub- 
ber and full grain leather. It is 
called a Cushion Gripper, and is 
made to fill the space between the 
heel and counter of the shoe, and 
to fit all sizes and shapes of shoes. 
It is claimed by its makers that itis 
a non-slip heel lining; that it elimi- 
nates all possibility of friction, or 
pressure; that it is very simple to 
attach (simply moisten the gummed 
surface and place in the shoe) ; that 
it is an economy to the customer, be- 
cause of its protection of the ho- 
siery, and to the merchant, as the 
fact that there is one kind only, 
makes unnecessary the stocking of 
a large number of assorted sizes. 
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Entrance and interior views of Johnston’s Big Shoe House, Vancouver, B. C. The windows are trimmed to show 
a wide diversity of style, while the interior is a business-like place with a central display cabinet operating as an 
island, to the left or right of which customers pass in order to reach the fitting stool 








Celebrates Sixty-four Years 
in Business 


Michael A. Fisher of Clyde, N. Y., 
who recently celebrated his sixty- 
fourth anniversary as a shoe mer- 
chant and will shortly celebrate his 
eighty-second birthday, is credited 
with being the oldest active . shoe 
dealer in New York State. When 
17 years of age Mr. Fisher entered 
into a partnership with his father in 
the firm Fisher & Son. Following 
the death of his father in 1893, Mr. 
Fisher continued the business as 
agent until Jan. 1, 1896, when he 
purchased the business. An inter- 
esting feature of the business his- 
tory of this firm is that it has occu- 
pied the same location since 1871. 
Several changes have been made in 
the store front to modernize it, but 
the firm still continues to retail 
shoes at the old location. 

During his three score years as a 
business man in the heart of the 
village business center he has kept 
in close touch with current events 
and happenings. He has _ experi- 
enced trade conditions through the 
eyes of youth, maturity and old age 
and in time of three wars of the 
United States as well as four peace 
periods. When he started in busi- 
ness sixty-four years ago the streets 
of Clyde echoed to the tramp of 
Civil War veterans returning from 
the battlefields and hospitals of our 
South. Half a century later he saw 
the sons of these veterans march 
away to the Spanish-American War, 
and in 1917 and 1918 their grand- 
sons of the A. E. F. go to Europe 
and return from France as World 


War veterans. 
“The shoe business today is vastly 


different than it was when Mr. 
Fisher sold his first pair of boots. 
In those days shoes were worn only 
by the women, with a few excep- 
tions; boots were the style, made of 
fine calf skin, and they kept seven 
journeymen shoemakers the year 
’round making boots to supply the 
demand. Nearly all of the trade in 
those days was for custom made 
boots, the average price received for 
good quality boots then being from 
$5 to $10, according to the amount 
of work required by the purchaser. 
Copper toe boots are a style which 
the young people of today know lit- 
tle about, Mr. Fisher said, yet if 
some young man should walk down 
the street wearing such a boot today 
no doubt it would become a style in 
a short time, these styles change so 
often nowadays. Shoe boxes were 
a thing unheard of when he first 
went into the shoe business, each 
pair of shoes or boots being tied to- 
gether with wax ends. 

Few men of Mr. Fisher’s age are 
more active than he. Each day he 
is at his store eight hours, and con- 
tinues to do the buying of all stock 
for his store. Born in Clyde on Jan. 
17, :1845, he is able to relate with 
accuracy the many changes which 
have transformed that village from 
a hamlet to a growing and prosper- 
ous village, with paved streets and 
beautiful homes. Mr. Fisher always 
has been active in local affairs and 
during 1886 he served as the thirty- 
fourth president. of the village of 
Clyde. He is one of the few busi- 
ness men who never has owned an 
automobile and seldom has he ridden 
in one. 


Shoe and Leather Club 
Outing 

CINCINNATI.—The annual outing 
of the Shoe and Leather Club is to 
take place next Saturday, August 14, 
at Cody’s farm. Hundreds of invi- 
tations have been sent and keen in- 
terest is being taken by employees 
and executives alike over the pros- 
pects of having an excellent good 
time. Holding it in mid-August 
enables many of Cincinnati’s travel- 
ing men who are now at home, to at- 
tend. 

Lee Springmeier is chairman of 
the committee arranging the affair 
and the following are members of it: 
J. Jonas, J. Blakeney, J. Rolsen, Ed- 
gar Peck, W. N. Schafstall, Ed. Au- 
ghinbaugh, H. Beidler, De F. Bush, 
C. Riesenberger, J. H. LeMontree, 
C. Jacobs, H. Wiechman, B. F. Far- 
rell, Chas. Weckel, L. B. Cahill and 
Jim Waid. 


Smith Manages C. A. Shuart 
Store 


SEATTLE.—E. B. Smith, who was 
with the Tobey Shoe Co., Columbus, 
Ind., for many years, is now store 
manager for C. A. Shuart. 


A Private Style Show 


LYNN.—MacNichol, Taylor, Inc., 
last makers, have fitted up a style 
show room, with a runway and 
equipment to correspond. When 
buyers arrive, models put on new 
style shoes, and walk on the runway, 
to demonstrate the fit, as well as the 
looks of the shoes in action. 
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THE QUALITY SHOE MARKET OF AMERICA 


THE CAHILL SHOE COMPANY THE JULIAN & KOKENGE COMPANY 


THE STANLEY DUTTENHOFER SHOE THE ROTH SHOE MANUFACTURING CO. 
COMPANY 


THE VAL DUTTENHOFER SONS COMPANY THE KRIPPENDORF-DITTMANN COMPANY 


THE HOLTERS COMPANY THE VOLLMAN-LAWRENCE COMPANY 


THE CHARLES MEIS SHOE COMPANY THE SCHEIFFELE SHOE COMPANY 
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“Fashion Welt’ 


—a new expression in the footwear vocabulary 
—a new trend in the footwear mode 


During the last several months we have been hearing more 
and more about “fashion welts.” Indeed, the fashion welt is 
one of the most important of present-day trends in footwear 
fashions. It marks the return to favor of the welt shoe and 
the end of the period in which the turn shoe was the sole 
favorite of fashion. 


For the welt shoe has followed the styles, and now is just as 
chic and charming as its cousin—the turn shoe. Time was, 
perhaps, when a welt shoe was not expected to have much 
style, but those days are gone forever. Today, simplicity is 
the keynote of women’s attire—and the smartly simple welt 
is quite as appropriate as the turn for even the most formal 
of daytime occasions. 


Of course, in the new fashion welt are embodied all the ad- 
vantages of the welt shoe. It is more substantial than the turn 
shoe, but it is not appreciably heavier on the foot. More 
sturdily built, it wears longer and holds its shape better than 
the turn. This last feature is particularly important, for 
women certainly appreciate a shoe whose trim lines and 
graceful contour are built to outlive a season’s wear. 


The Fashion Welts add just one more to the many reasons 
for purchasing shoes in the Cincinnati market. Not, of 
course, that Cincinnati manufacturers do not make turn 
_ shoes, for Cincinnati turns rank with the best. But in the 
welt field, the supremacy of Cincinnati shoes is universally 
conceded. Cincinnati has long been the premier welt 
market—when you purchase welts from Cincinnati, you are 
getting the finest welts that the shoe industry offers. 
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So, then, looking ahead to the fall of 1926 and the winter of 
1926-27, remember that the fashion welt has revived the 
popularity of the welt shoe. Of course, this does not mean 
that the welt is replacing the turn—but it does mean that 
both types are equally popular. It goes without saying that 
turn shoes will be in demand, but the fact remains that the 
welt seems destined to have a most successful season. 


We believe, then, that the forward-looking merchant will 
carry an adequate stock of “fashion welts,” in order to keep 
abreast of the times and meet the new demand for welt foot- 
wear. And in ordering welt shoes it should be remembered 
that now as always, Cincinnati welts are living up to their 
reputation of the finest on the market. 


Do you have “suggestion” sales? 


Of course, after making a sale the shoe salesperson is sup- 
posed to ask “Anything else, please?” It seems, though, 
that this question is very often omitted or asked in rather a 
perfunctory way. One large mid-western shoe store has 
found it a very profitable plan to have, “suggestion” sales 
and award prizes for the best “suggestion” selling. The 
point of a “suggestion” sale is that it must be a purchase 
which the customer did not intend to make on entering the 
store—an extra pair of shoes, some hosiery, or even shoe 
polish or cleaner. By keeping the salespeople interested in 
“extra” sales, the store in question keeps its “footwear acces- 
sory” business moving briskly and gets a surprisingly large 
total of “suggestion” sales per week. Let us suggest that 
you try a “suggestion sales contest”—you’ll find it both 
simple and profitable. 
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ARRY the Sally Walker shoe 
C for girls, and make our plant 

your warehouse. For these 
shoes are In-Stock shoes—made up 
in large quantities, awaiting your 
order. The instant that sizes begin 
to run low, send us a wire and we'll 
stock you up again. For the facil- 
ities of our whole factory are work- 
ing to build up a reserve stock for 
you and other Scheiffele merchants. 


Then, too, these shoes will move 
as rapidly as they arrive. Trim, 
well-styled models that every girl 
will want and every mother will 



































—a warehouse 
for you 


buy. And with the tamous Schei- 
Flex sole, they have all the flexi- 
bility so necessary in shoes worn 
by young and growing feet. 


Our salesmen are now in the 
field with a fall line that you surely 
ought to give the once-over. Styled 
right—priced right—made right— 
and with a snappy, quick-service 
In-Stock Department that lets you 
shift the burden of carrying heavy 
reserve stocks. Make Sally’s ac- 
quaintance today—you’'ll take to 
her—and your town will, too! Send 
us a trial order and we'll prove it! 


THE SCHEIFFELE SHOE COMPANY 
Makers of Sally Walker Juvenile Welts for Tots and Teens 
Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Cleveland Office: 
1538 Union Trust Bldg. 


Chicage Office: 
Room 1826, Republic Bldg. 


The Kippy—In Stock 


No. 482—Three-eyelet tie in Stroller 
tan calf with amber alligator tongue 
and saddle, Goodyear welt, flexible 
Schei-Flex sole, and one-inch heel. 
Sizes 2% to 8, widths AA-D. 
Price $4.25 
No. M482—As above, except with 
6/8-inch heel. 
Sizes 11% to 2, widths B-D. 
Price $3.35 
No. C482—As above, except with 
spring heel. 
Children’s sizes 8% to 11, widths B-D 
Price $3.00 
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ORDER NOW 
Vere D6 





With the return of oxfords and lace effects to 
style popularity the sale of staple corrective 
oxfords will increase correspondingly—and 
there is no corrective oxford the equal of the 
Band-Grip, because: 


It will support the side as well as the bottom of the arch. 

It is regulated by each individual to suit her particular needs 
and comfort. 

And the BAND-GRIP is patented—your customer must return 
to your store for her second pair because she can’t get 
*em elsewhere. 


ROTH SHOE™Me 


- CINCINNATI 


New York Office: 842 Marbridge Bldg.—A. B. Clarke, Representative 
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Write today for “In-Stock” folder, 
illustrating the BAND-GRIP and 
Patent and Black Kid B. W. (Busi- 
ness Woman). Corrective Straps also 
in stock—as always. 


' 
' 
' 
‘ 
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' 
' 
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Your July sale is now over-——you are ready 





for your Fall merchandise and now is the 





time to stock the biggest of repeat sale shoes! 
The BAND-GRIP you order is filled the day 


it is received. 
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She belongs to one of the better 
families. 


She is intelligent—well read — 
knows what she wants—has the 
money to buy it. 


She is NOT a “Shopper”—but 
when she goes to your store, she 
goes with a purpose—to buy the 
merchandise she believes in and 
desires. 


If you want Mrs. Well-To-Do for 
your regular customer 


—read the next page 


The Quadrille 


A popular Foot Saver pattern fea- 
tured in magazines read by women 
in more than four and a half mil- 
lion homes of America. Estimated 
actual readers 8 to 10 million 
monthly. 


Carried in stock—ready to ship. 
Widths AAA to D—sizes 4 to 16 


Model No. 383—patent leather four 
strap. 


Bese 384—Same as above in black 
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Mrs. Well-To-Do is one of the 4,500,000 leading 
American women who every month reads about 
FOOT SAVER SHOES in her favorite maga- 
zines. 


She reads of their comfort—their style and beauty 
—their exclusive features which give to women 
more grace and buoyancy of step. These appeal 
to her intelligence and desire—she becomes SOLD 
on Foot Savers and a regular customer of the Foot 
Saver Store. 


The tremendous volume of Foot Saver advertising 
reaches FOUR out of every SIX of the best fami- 
lies of your community every month. 


These families are the desirable trade—the ones 
you want for your customers. That portion of 
their business which comes to the Foot Saver 
dealer through Foot Saver advertising is addi- 
tional business which adds to his profits under the 
same overhead. 


Mr. Merchant—you can secure your share of this 
additional business through the Foot Saver Fran- 
chise. 





Foot Saver Prestige and light airy Welt Construc- 
tion form the solid foundation on which to build a 
profitable and permanent shoe business. Write 
TODAY for details of the Foot Saver opportun- 
ity. A few territories still open. 


THE JULIAN & KOKENGE COMPANY 


Makers of the famous J & K 
Arch Fitting Shoes for Women 


East Fourth Street 


CINCINNATI, OHIO 
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How do the “Packards” 


look upon your store: 


These people, the style leaders in your 
city, are vitally important to your suc- 
cess—can bring you increased volume 
and better profits or can make your best 
selling efforts strangely unproductive. 

Get the “Packards” to think of your 
store as their store and you not only 
have their business but that of their 
following as well. 


? 


You can firmly establish your position 
with the “Packards” by featuring Stan- 
ley Duttenhofer styles—shoes that are 
winning and _ holding style leaders 
through their correctness of design and 
in-built quality. Remember, too, that 
they are “salable to the last pair.” 


THE STANLEY DUTTENHOFER SHOE CO., CINCINNATI, OHIO 










ALICIA GORE PUMP 
Stroller Tan Calf 
Blonde Cf. Heel 16/8 
Wood LXV. 
Comb. Colored Tailor 
ow. 
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MYSTERY 
SYMBOL? 


No—the 
Triangle 
of Shoe 


Success ! 


One for 
Newness— 
Two for 
Trueness— 
Three for 
Price. 


All in 
each 

makes 
us all 


happy ! 


TO a Th ote ae. ey Pe a 
EEE 


READY 
TO SHIP! 


No. 4147—$3.50 


Sunset Brown Kidskin One Strap with 
Parchment Kid stripping; full-breasted 
Spike heel. Flexible McKay, A to C.$3.50 


No. 4146—SAME, Cuban covered heel, 


No. 8536—$3.35 
CMSC-Made Patent Chrome Strip Pump 
with Cuban covered heel. Flexible Me- 
Bs Ee WD Giwewescscdsccesscseses $3.35 


No. 8545—$3.35 


CMSC-Made Patent Chrome One Strap 
with Cuban covered heel. Flexible Me- 
Kay, A to C é 

No. 8525—SAME, Full Louis heel, AA 


No. 8520—SAME, 10/8 College Covered 
heel, B to C 


No. 3459—$3.85 


Sauterne Calfskin Three Eyelet Sport 
Blucher Oxford; Stroller Tan Calf trim- 
ming; Goodyear Welt, Custom Made. B 
WP Gtkbescccdintcescessondvcesees $3.85 


No. 3478—$3.85 


Sauterne Calfskin Three Eyelet Tie with 
Stroller Tan Calf foxing; Goodyear Welt, 
Custom Made. A to C 

No. 3458—SAME, Stroller Calf with 
Sauterne Calf foxing. A to C...$3.85 


CMSC-Made Sauterne Calfskin Three Eye- 


let Tie with Brown Kid inlays; Cuban 
Covered heel. Flexible McKay. AA to 
ED sdaviecitenssesdddddegbectensdend $4.00 


FOOT-LIGHT 


The first fall issue is scheduled to be 
mailed out on August 15th. You'll surely 
want a copy. It will be highly interesting! 


The CHARLES MEIS SHOE COMPANY 


MANUFACTURING 


WHOLESALERS 


CINCINNATI 


a | 8 


FACTORY AT 
LEBANON, OHIO 











A Shoe for EVERY SHELF in your store 
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5630 Utica 


Pleasing in Patent Leather with 
Reptile collar and strap, 17/8 
Spike Reptile covered heel to 
match. 


of our many models giving an un- 
usually beautiful and distinctive array 


for your choice. 


THE CAHILL SHOE CO. 


CINCINNATI 
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DEPENDABLE 
Styles 


For Fall Selling! 


Here are three styles from our complete 
line of fine shoes for your fall trade. 





K-D styles and quality are known from 

coast to coast, and discriminating mer- 

chants always give K-D footwear first 
THE MANITOU place in their requirements. 

A pleasing Colonial fall pattern. 





The Krippendorf-Dittmann Co. 
Cincinnati, Ohio 


Style Quality Service 





VESTA STRAP 


NAVAHO TIE ; Patent leather with dull inlay. A 
A distinctive fall pattern made in neat strap for all-black or con- 
all leathers. trasting materials. 
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The R. L. C. 
Soft Leather 
Pad 
“Built in” 


The R L C Pad constructed on scientific eee oa 

principles and built into the shoe assures The JOCELYN 
perfect fit and support to the arch. Com- The pattern illustrated here is 
bining with our own sprung heel shank it in stock in Patent, Satin and 
also acts as a gentle massage to the foot and Black Kid. Price 

assures correct blood circulation to each and 
every toe joint. Only Footrest Shoes enjoy 
this “Miracle” high arch feature. 


Sixteen other beautiful styles 
also in stock. Ask for our 
Footrest Catalogue. 





Stylish Footwear 


_ and Relief from “BUILD 
Corns 2nd Callouses 


te FOR THE 


The ALTHEA Synonymous ! 


UR. doctor will tell you that corns and callouses are 
nore damaging to the entire organism, than painful 
to the afflicted parts! ‘ FUTURE 
Why needlessly sacrifice health to the dictates of fesh 
ion?, 
*” When properly fitted in 
“Foot Rest Shoes of Character” , W ITH PILLARS 
you enjoy an exhilaration of step, a blessed relief from 
corns and callouses, and a knowledge of Stylish foot corsage 


nevgr before experienced ! OF PROFIT - 


Whether Afternoon Social or Morning Shopping 
“Foot Rest from the Rising to the Setting 
of the S 


Exclusive Agents in 
Kansas City ae Nyt ne 











A reduction of one of the series of ads be- AMERICA’S GREATEST 


ing run in the Kansas City Times by the 
Royal Shoe Stores, Inc. TEN DOLLAR RETAILERS 


“FOOT REST” from the rising to the setting of the sun 


THE VOLLMAN LAWRENCE CO: 


CINCINNATI 
MAKERS OF AMERICA’S GREATEST $10 RETAILERS IN WELTS AND TURNS 
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About something 


you can always have 
without ever paying for... 





The Protex Arch Shoe 





The Edith, No. 58—AlIl patent leather three- 


strap, COMBINATION PROTEX ARCH, 
13/8 leather heel, rubber top lift. In all 
black kid, it is No. 59. Price $4.60. 





The Laura, No. 61—All patent leather two- 
strap and cut-out, COMBINATION PRO- 
TEX ARCH, 13/8 leather heel, rubber top 
lift. In all black kid, it is No. 60. Price 
$4.60. 


Terms—Net 30 days 
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N° need to tell you the advantages of stocking enough 
AN shoes to keep size runs complete. And no need to 
tell you how expensive too large a reserve stock may turn 
out to be. Hitting the happy medium between too few 
shoes and too many is one of the most difficult problems 
in the retail shoe field. 


Yet with The Protex Arch Shoe you can always have 
an ample reserve stock without having to pay for it! For 
every Protex Shoe is an in-stock shoe, ready for quick 
delivery whenever you order it. Cut stocks to the bone— 
our whole plant is your warehouse, ready to supply you 
on an instant’s notice. And though you carry fewer shoes, 
you can always give 100% size service. 


Then, too, Protex sells to you at from $4.40 to $5.00—it 
is an arch-support shoe at the price of a shoe without 
this desirable feature. You can sell it to women who 
walk out when they hear the usual arch-support price. 
And every Protex shoe has the correct styling and perfect 
workmanship of all Holters shoes. 


Write today for full information about a shoe that gives 
you a limitless reserve stock which does not cost you a 
cent. A shoe that should be in every shoe store—that 
will quickly make you glad it’s in yours! 


The Holters Company 
Branch of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 
Minneapolis Office: 723 Boston Block 


Onoton Anch 


SHOE 
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Won'ts and a Will 


cramp the foot 


It won't] cap af the side 
and || rub away hosiery 


it will sell! 





Here are three definite, 


undeniable points of difference between 


Flexridge and the ordinary shoe: 


The Flexridge Shoe is built with an invisible 
shank that supports the arch. This shank differs 
from the usual shank in that it is considerably 
shorter—stopping midway beneath the arch of 
the foot. Because it is short, it cannot exert a 
binding, cramping effect—it permits the foot full 
flexibility while still holding the arch firmly in 
place. Flexridge is the only shoe that is “flex- 
ible where you want it; rigid where you need it.” 


Flexridge is made on a special “four way com- 
bination last” which approaches the fitting qual- 
ities of custom made footwear. Even after 
weeks of wear Flexridge keeps its trim, close 
lines. It will not develop that unsightly gap at 
the sides which so often spoils the appearance of 
a shoe. 


The Flexridge heel is wide at the bottom and 
narrow at the top, hugging the heel without 
either binding or slipping. One result of this 
perfect heel-fit is that silk stockings, freed from 
the usual friction of the slip-slip-slip heel give 
much longer service at this important point. The 
non-friction heel is a selling argument that every 
woman will grasp. 


FLEXRIDGE 
is different 


—that is why it has made such 
enviable sales records in Kansas 
City, St. Louis, Detroit, New Or- 
leans and other representative 
cities throughout the United 
States. Its style appeals even to 
those women who buy on appear- 
ance alone—its perfect fit brings 
purchasers back again and again. 
And to its many other advantages 
will soon be added a series of full- 
page advertisements in “Vogue.” 
Exclusive Flexridge representa- 
tion in your territory may be open 
now—it probably will not be open 
very long. So write for full in- 
formation now while the Flex- 
ridge opportunity is still knocking 
at vour door. Our representative 
will call on request. 


THE DUTTENHOFER BRANCH 
of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 







Coast 
Representative: 


Roy Fleming 
1860 Jackson St. 
San Francisco, Cal. 
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“FLEXIBLE where you want it RIGID where you need it” 


<1 seamtenr 
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The Smartest Shoe 
for Fall Days ~ 


SATIN 


OON, smart Americans will want 
artistic satin footwear to harmonize 
with the new fall costumes. But man- 
ufacturers, look to the satin you 
use! Merchants will judge you by 
it, no matter how perfect your style 
craftsmanship. Better play safe with 
CEDAR CLIFF SHOE SATINS. 
They’re glamorously beautiful, staunch- 
wearing—and as good as satins can be 
made! You will be delighted with them 
—and your retailers will have no ‘“‘come- 


backs.” 


THE CEDAR CLIFF SILK CO. 
251 Fourth Avenue New York City 
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We Want to Hear from Ohio 








The Following Cities Are Open for Exclusive Use of the Recorder Show Card 
Service. Is Your City Here? 


Akron E. Liverpool Marietta Sidney 
Alliance E. Palestine Marion Springfield 
—_, z Youngstown we Fer. St. Bernard 
shtabu yria assillon 
Athens Findl Middletown Tiffin 
Sees | seen Mt. Vernon Toledo 
Barnesville Pesemnont Nelsonville pried - 
ee sal Galion N. Philadelphia Uhrichsville 
— reen Gallipolis N. Straitsville Urbana 
irar Niles 
Bucyrus Greenville Norwalk Van Wert 
Cambridge Ironton Norwood Wapakoneta 
Canton K ‘ . Warren 
Chillicothe enmore Painesville Wellston 
Columbus nt Piqua Wellsville 
Conneaut enton Portsmouth Wilmington 


Cuy’oga Falls Lancaster nee Wooster 


Defiance — Xenia 
Delphos Lorain Salem Youngstown 
Dennison Sandusky 

Dover Mansfield Shelby Zanesville 


SEND ME IN TODAY WHAT THE SERVICE IS 


FOR LARGER WINDOWS 


COUPON $300 PER MONTH $400 


Recorder Show Card Serv 4 Beautiful 8 Hand Designed 50 Blank 

Art Mat Card Inserts Price Bonuses and ont ined oy 

= ng tn 189 West Madison 8t., Frames Each Month Tickets Sax 12s re 100: 
icago, Il ly Monthly.” Tickets 

Please enter our order for the RECORDER and the 

SHOW CARD SERVICE for ene year and the 

from this date. We agree to pay you Recorder Monthly Merchandising Bulletin 

$3.00 per month for this service. $30.00 Per Year if Paid in Advance Recorder Monthly Merchandising Bulletin 

We carry Men’s, Women’s and Children’s $45.60 if Paid in Advance 

Shoes and Hosiery. 

¢Cross out lines not carried). 


ee ORDER NOW! 


Letter our name on the mats as 


eget aca | The Recorder Show Card Service 
Room 607, 189 W. Madison St. 
CHICAGO ILLINOIS 


te —@e Just Mail the Coupon 
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You Can “Bring Home the Bacon” with this 








Here is a correctly and sensibly 
styled Oxford with the comfort- 
assuring Crawford Steel Shank 
—a shoe that appeals to practical 
men at first glance and satisfies 
to the last day of wear. 






BZ 
PEGISTERED TRADEMARK 















Fitting 
Arch 







It’s a safe answer to the ques- 
tion, “What’ll sell?” Stock it, 
push it and “Bring home the ; 

color Hoes Wingtort Heel, 


bacon” with it. Bleached Calf Quarter Linings. 
IN STOCK 


759 Black Kid Blucher, Oxford............++- $5.00 

LINTON HOE FG 0 52S Rlack Kid Blucher, High.........-..++++5 5.25 
e + 

784 Brown Kid Blucher, Oxford.............-- 5.00 

651 Brown Kid Blucher, High...............++ 5.25 


Clinton, lowa 4A/AA—T7%4/12 3A/A and AA/B—7/12 


A/C and B/D—6/12 












Select Kid Up- 
rs, “Rock Oak"’ 













NEW FALL STYLES NEW LOW PRICES 


NEW FACTORY IN ANNVILLE, PA. 
THAT’S THE STORY FOR FALL ABOUT 


3 W’s LENOX SHOES 


For Children, Misses and Growing Girls 
ALWAYS IN STOCK 


TWO BIG FALL SELLERS 
LENOX McKAYS 


TAN SIDE, OXFORD BROAD 
TOE 














4554 8% to 11 $1.65 
5554 11% to 2 $1.85 
6554 2% to 7 $2.25 


TAN SIDE, LACE BOOT, BROAD 
TOE 












4523 8¥, to 11 $1.75 
5523 11% to 2 $2.00 


6523 2% to 7 $2.50 LENOX WELTS 


WEIMER 3109% Child’s Patent Leather _Bub- 
ber Heel Oxford, 4 to 8....$1.60 


4108% Child’s Patent Leather a 

WRIGH’ T & ber Heel Oxford, 8% to 11.. 1.90 
5109 Misses’ Patent Leather Rub- 

ber Heel Oxford, 11% to 2.. 2.25 


i LENOX TURNS WA I KIN CO. 3108% Gare te wt Rubber | 60 










If But BOP Soicoces $1.25 
soli te os n Oeit — 4 to. 8....... 1.50 th Sec d S 4108% Child’s Tan Calf Rubber Heel 
2323 Pat. Colt Dull ‘Top Button, 2 et 39 Sou on t. Oxford, 8% to 11.......... 1.90 
to 5 Te RPP Re eee eee ee eee eee ed b+ 4 5108 Mi , T C Td R bbe 
3328 Pat. Goit’ Dull’ ‘op "Button, "4 Philadelphia 7 Heel Oxford, 11% to 2... 2.25 
Two Types of a Big Stock In All SAMPLES SENT AT OUR Same Carried In High Lace Boots 
Leathers. EXPENSE At Same Prices. 






Sole Distributors for New York City and Vicinity 
MERRITT ELLIOT & CO., 132 DUANE ST., NEW YORK CITY 
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Dame Fashion, in a charming mood, decrees 
Black Velvet for Early Fall, with Patents 
and Black Satins in lusty echo. 


And Menihan, ready as always for the de- 
B545 Black Velvet $4.75 


BOOS Patent Leather 84.75 mands of the Lady, is glad to announce the 3595 Patent Leather 4.75 
Note i Cub: ; 
0. Bees Cuban, He’ ~—s following ae 


IN STOCK 





SIZES AND WIDTHS 
AA..4%-8 A...4-8 B..3%-8 C...3-8 











Black Velvet o. 25 
White Kid 4.75 
Patent Leather 4.25 
Black Satin 4.25 
B498_ Black Velvet $4. = 

B3672 Patent Colt 
B3942 Black Satin > x 3s 


See 
<n Os: om 
oe 5 
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B579 White Calf $4.75 
B560 Patent Leather 4.50 
B520 = Titian Calf 4.75 
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15-8 Cuban Covered Heel 
BG16 Patent Leather $4.50 


“Gull” 

“— ” ° 
peed 

B540 Patent Leather $4.75 

Note: Same with Cuban Heel 

No. B538 $4.50 


The MENIHAN COMPANY _ zéps  pateot car 4.75 


(These numbers with neat nickel! 


th 75 ornament ) 
Boao Bick'aeta 4075 SHOEMAKERS FOR WOMEN B580 White Calf 


B568 White Kid 5.00 B592 = Titian Calf 
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New York Office: 612 Marbridge Bidg. Oakland, Cal., Office: 424 Beiview Ave. 
B. W. MOYLAN H. 8S. KUSHINS 
Chicago Office: Majestic Hotel Los Angeles Office: 107 East Sth St. 
F. J. SATEK E. M. HOLLANDER 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Clearance Sales Are Merged 
with Fall Showings 


Business Holding Up Well at Most Retail Centers 


new fall shoes are attracting consumer attention. 


From all reports it is evi- 


W wer clearance sales are still the order of the day in most cities, showings of 


dent that the public has placed the stamp of approval upon black footwear for 
the coming season, with patent leather as the leading material in which to exploit 
black. White shoes are still moving, but on the whole the white season has not been 
Certain cities, however, have set new high records in white 


as big as it was last year. 
Under the stimulus of reduced prices, however, summer footwear is moving 


volume. 


from the store shelves and onto the feet of the public, clearing the decks for the new 


fall stocks. 


NEW YORK | 


ITH further cuts in prices, 

New York shoe merchants are 
making excellent progress in clear- 
ing out the remainder of their sum- 
mer stocks and making room for 
new fall shoes. Business at the 
sales has been good, and with the 
exception of some lagging on 
whites, retailers have few com- 
plaints. Summer novelties are still 
selling well at only slight reduc- 
tions. 

Whether early fall buying on the 
part of the consumer has begun or 
not is a question open to argument. 
The fact remains, however, that 
patent leather, ooze and other 
black materials have been selling 
quite freely in recent weeks. Some 
of this demand for black is attri- 
buted to the quick soiling of light 
colored shoes purchased for spring 
and summer wear, making replace- 
ments now necessary and these re- 
placements are usually made in the 
type of shoe that can be worn into 
the fall season. 

This may account for the good 
demand for patent and ooze ox- 
fords and to some extent for shoes 
of black satin. 

Buyers and department managers 
who are now thinking in terms of 
fall are generally agreed that the 
coming season is to be one in which 
black will stand out as the pre- 
eminent color. Patent is given first 
place in the list of materials, with 
ooze second, in most cases. Satin, 
kid and calf all are being stocked 
to some extent for fall. Brown also 


is looked upon as a good fall color 
and brown kid is given a higher 
rating than is usual at this time 


of the year. 
| CHICAGO | 


Sales Losing Drawing Power 


HE slowing down of the retail 
volume in the past week has 
been noticeable. Sales have lost 




















A St. Louis Style 


A near approach to the fancy 
oxford affording an opportunity 
for the use of novelty lacing 





their “kick” in most sections, and 
while there is still some response, 
the spirit is lacking and in most 
cases it is low price concessions 
which attract rather than foot- 
wear. 

White footwear has been offered at 
considerable reductions in many of 
the loop and outlying stores, and 
while many of the stores have had a 
good white season, there are many 


who have carried considerable stock 
up to the present time. Colored kids 
are still in demand, although there 
is a noticeable slackening in the 
demand for the lighter shades. 
Darker tan shades, however, in both 
the summer and early fall models 
are good. 

Patents gain steadily, particular- 
ly those trimmed with kid and rep- 
tile leathers in the lighter tan 
shades. The general feeling is that 
these patent combinations will run 
well into the fall. The coppery 
shades of tan with a slightly darker 
brown tendency are considered by 
most buyers the best shade for fall 
leathers in both kid and calf. 

The men’s trade has slackened 
again with the late summer weeks 
and choice seems to fall here on 
the darker tan shades and blacks. 
This is more pronounced in the 
higher priced lines than in the 
cheaper shoes where light shades 
and blonds are still being sold. 
Most of the men’s buyers feel that 
blonds will be “out of the picture” 
in another two weeks in almost all 
grades. 

All kinds of Scotch grain leathers 
and pebbled effects look good for 
men’s fall footwear. Wing tips and 
perforation and pinking seem to be 
most favored for the young men, 
and in the higher priced lines are 
to be found in conservative types. 

A little more “rocker” in men’s 
lasts is another noticeable feature 
as well as a tendency toward the 
higher type of heel and a custom 
last. The real “custom” last is not 
favored, but many shoes with a 
swinging toe are to be seen in most 
of the better grade line. 
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HE two, three and four color com- 






binations with an infinite variety of 






application produce unique shoes 






with a wonderful power of appeal to the 






styleful woman—and of course they are 






exclusive. 










The Wolfelt clientele is assured of its 
exclusiveness by the fact that the Rouler 






embellishment process is patented and 






may not be used except by us. 






CURT WOLFELT, = 


America’s Finest Footwear 


599-601 Broadway New York City 
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Tap soles in the $5 to $7 lines 
appear to be holding the favor of 
the buyers, although it is too early 
yet to predict their favor with the 
consumers. 


ke BOSTON | 
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Sales Stimulate Trade 


‘ALES which are now in full 
S swing at every shoe store and 
shoe department in the city have 
greatly increased business. The 
manager of a big shoe department 
reports that on Monday of last 
week his women’s trade was 63 per 
cent ahead of that of the corre- 
sponding period of last year and 
that he is ahead for the month of 
July on men’s, women’s and chil- 
dren’s shoes. A manager of an ex- 
clusive shoe store reports that the 
first day of its preliminary week’s 
sale to its charge customers was 
the biggest of any day in its forty- 
six years’ history, with twenty-five 
extra salesmen in its women’s de- 
partment, and with its children’s 
and men’s department showing big 
gains. This store also says that 
while May and June were the best 
months it has ever had, up to July 
1 of this year, the past month has 
exceeded the May and June records. 

Another exclusive shoe store did 
an exceptionally big business the 
past week by marking all of its 
shoes, formerly selling at from $6 
to $13, inclusive, to $3.95 the pair. 
The entire second floor of the store 
was devoted to this sale; each pair 
was fitted and two extra salesmen 
were in charge. Another store next 
door marked some of its good style 
shoes to $3 the pair. Buckles were 
reduced in many stores as low as 20 
per cent; hosiery as much as 50 per 
cent on broken sizes and “off” 
shades. The general rule is “No 
refunds Nor Exchanges on Sale 
Shoes.” 


| MILWAUKEE | 


Business Conditions Favorable 


USINESS conditions in Milwau- 
kee shoe stores at the present 
time are very favorable according 
to a number of reports. Response 
to clearance sales has been much 
better than it was a year ago, and 
dealers expect figures to show a 
very substantial increase for July. 
Stores that placed a large stock of 
whites on their shelves have had 
some difficulty in cleaning out this 














merchandise, but other lines of sum- 
mer shoes have been moving very 
well. 

An interesting development of 
the latter part of July has been a 
demand for fall shoes. The call 
for fall models does not usually 








Hensel Celebrates 25th 
Business Anniversary 


MILWAUKEE. — Otto A. Hensel, 
well-known retail shoe merchant at 
3527 North Avenue, Milwaukee, re- 
cently celebrated his 25 years of 
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business at this location by conduct- 
ing an “Anniversary Sale of Depend- 
able Shoes.” This is the three- 
column newspaper ad announcing the 
sale. Mr. Hensel also received a 
special story, with his picture pub- 
lished, from the local press. 

He came to Milwaukee from Chi- 
cago in 1900. At that time he was 
a traveling shoe salesman for a De- 
troit firm, covering Wisconsin and 
upper Michigan. Soon after locating 
here he realized the future of North 
Avenue as a business street, and not 
only started a shoe store, but became 
one of the pioneers in assisting in 
developing this fast-growing district. 
He is an active member of the N. S. 
R. A., the pioneer shoeman of North 
Avenue and “the daddy” of the 
North Avenue Advancement Associa- 
tion. 











start until after Aug. 1, and the 
interest already shown in new 
styles has created considerable com- 
ment among local stores. So far, 
the volume of fall business has 
been very small in comparison with 
that on clearance merchandise, but 
it indicates an interest that should 
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work out to the benefit of the deal- 
er. This early demand shows a 
trend to ties and oxford patterns, 
supplemented by one strap effects 
and high cut gores. Plain blacks in 
patent and dull leather are showing 
up well at one store, while another 


states that a medium brown shade . 


is looking most promising. 

Men’s shoe departments also are 
in good condition as a result of the 
activity in clearance items. Mer- 
chants view the outlook for the fall 
season with a marked degree of 
optimism. 


or Ie 








Trade in Doldrums 


HE last week of the month of 

July proved to be inactive in 
the retail shoe trade. The doldrums 
of hot weather affected the business 
materially, but no pessimism was 
observed in any of the stores called 
upon. There is much to be grateful 
for in the business trend. The 
month of July in many stores will 
show an increase in the volume of 
sales over that of a year ago. This 
does not apply to all stores. There 
will be a few who will show a slight 
decrease over the same period. The 
six months period, however, in all 
stores is very encouraging and gains 
are the rule. Many stores report 
a better inventory than at any time 
during many past seasons. 

In the style field white shoes have 
served their usefulness. A few 
scattering pairs are _ reported. 
Patent Leather continues as the 
style leader and is prominent in all 
stores. The trims in better grade 
shoes are very light. This does not 
refer to color, which in cost cases 
is reptilian of some contrasting 
shade. A few colored kids are re- 
ported as having a call. Not much 
strength in this field, however. 

A first showing of fall shoes in- 
dicates from actual sales that 
patent will be the outstanding 
vogue. Some attractive snake skins 
of the all-over variety were men- 
tioned as having unusual strength. 
A few black kid, beaded vamp, 
shoes were well received in this 
opening presentation of fall shoes. 
Another of the large department 
stores started showing Autumn 
shoes on Monday, Aug. 2. The 
closing of the department and 
ready-to-wear stores all day Satur- 
day, has cut the sales of this day in 
regular shoe stores approximately 
50 per cent. 
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Imported English 
Aviator Boots 


In Stock 


Perfect fit and graceful 
lines are the characteristic 
features of these superior 
quality aviator boots. 
B2781—17 inches high, finest 
quality, tan willow calf, full 
calf lined. 


$ 18.00 per pair. 


B118—15', inches high, tan 
elkskin, full leather lined. 
$13.00 per pair. 


B4718—15 inches high, extra 
heavy beva grain, cordovan 
color, double sole, unlined. 


$7.50 per pair. 


B2781 


COLT-CROMWELL CO., INC. 
596 BROADWAY, NEW YORK CITY 














IN STOCK 


Rhinestone Trimmed 
Pump Straps 


IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 














NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 21% to 8 $1.45 
Misses’ 1144 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


IN STOCK 
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TRACE MARK REG. UV. &. PAT. OFFICE 
Chrome leather sole, wedge 
heel, light counter. 


No. 3251—Tan Elk: 8254, 
Smoked. Infants’ 2-6 $1. 80. 
Child’s 5%-8 $1.90. Child’s 
8%-11 $2.00. In-Stock. 

Send for Catalog. 


Berkshires are genuine hand-sewed moccasins, expertly made, of best 
quality materials, for appreciative custom. 


BERKSHIRE ¢27<%.. Holliston, Mass. 


Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 








~_BOUDOIRS 


If you are looking for surprisingly good 

values | in boudoirs, come to me for them. 

My is doirs exclusively, 

which means the utmost for the money. 

Since I put more into them, merchants 
and their customers get more 
out of them. 





A. W. GREELEY 


Manufacturer 
Mass. 
“Arlington Operated” 


HOTEL ANSONIA 


Broadway, 73rd to 74th Streets, New York City 


12 minutes from Penn. and Grand Central Stations 
5 minutes to Theatres and Shopping District 


1260 ROOMS 
(All Outside) 
New York’s most com- 
ete hotel. Everything 


‘or comfort and con- 
ence of our guests, 


Two Restaurants 


Open from 6.30 A. M 
until midnight 


Music - - Dancing 
2 Radio Orchestras 
Ladies Turkish Bath 
Beauty Parlor 
Drug Store 
Barber Shop 
Stock Brokers Office 
All in the Ansonia 
Hotel 








TRANSIENT RATES 
300 Rooms and Bath o+ee+83.50 per day 
Large double Rooms, twin ‘beds, Bath.$6.00 per day 
Parlor Bedroom & Bath (2 persons) ..$7.00 per day 
Special Weekly and myn oe yg 


a yey Ag RP - uipved. with of oolent 
es.”” lo coal sm our steam om jd 
Hotel in New York in § 1 "Coen 


The ANSONIA 


In Conjunction with the Hotels Colenial, 
Anderson, Richmond & Cosmopolitan 


“Arlington Operated” 
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| DETROIT | 











Clearance Sales Dominate 


HE retail shoe trade during the 

past month has been dominated 
by sales of one kind or another. Vast 
quantities of merchandise have been 
reduced more or less for the purpose 
of stimulating a lagging trade. 
While reports vary to some extent, 
the general response by the public 
is quite satisfactory. The  se- 
verest slashes in price have been on 
extreme novelties, and especially in 
patchwork overlays of the more 
freakish character. 

Whites are being cut in most 
stores in order to make a clean-up 
of this perishable stock. Sales in 
general of whites have not been as 
active as was anticipated, but the 
stocks of most stores were in pretty 
fair shape to begin with, and few 
plunged on whites. 

Blonds have continued to sell well 
through the period of cut prices, but 
it is the general consensus of opinion 
that black in both satin and patent 
leather will rule the boards in a few 
weeks. Mahogany browns are to re- 
ceive considerable favor as well. 

In men’s stores the reports of 
sales are more pessimistic. In but 
a small majority of men’s shoe de- 
partments have sales been up to 
expectations. No one can account 
for this phenomenon. There is a 
suggestion that the men’s styles are 
altogether too staple in the success 
of Charlie’s Smart Shoe Shops, 110 
Monroe and 424 Woodward Avenue. 
Here it is reported that instead of 
the more popular numbers being 
lightweights and narrower toes, 
heavy Scotch grains in wide toes are 
selling well. Even storm welts are 
being snapped up by the younger 
element to wear with the wide trous- 
ers. Light colors are selling best in 
the stores, while there is a noticeable 
call for blacks. These are early fall 
styles and indicate to some extent 
how the wind will blow in a few 
weeks. 


BALTIMORE | 


Cut Prices Stimulate Sales 


OCAL retailers are making every 
effort and are succeeding in 
keeping business on a par with, and 
even ahead of, last year. Working 
on a five day a week schedule, stores 
for the most part being closed Sat- 
urdays with the exception of a few 
running half time on that day, busi- 














ness is being stimulated by much 
advertising featuring slashed prices. 
With extremely warm weather and 
reduced prices, whites are moving 
rapidly and stocks are expected to 
be cleared. The closing days of 
July find business slackened except 
in special sales days. 

No fall advertising or selling is 
being done at this time, fall buying, 
however, indicating a healthy out- 
look for the coming season. Strap 
slippers in the various toes and 
heels have been and are in favor 
and there has been a considerable 
demand for the opera pump. Some 
retailers even report a surprising 
amount of the latter being sold. 

Retailers are ‘rather reticent 
about fall styles and are reluctant to 
make any predictions as to popular 








A St. Louis Style 





Patent with tricky inlays of high 
colored leathers 








materials and styles. It is believed, 
however, that high heel oxfords as 
well as opera pumps with or with- 
out buckles will be popular this fall. 
Cut steel buckles and ornaments are 
expected to sell better this season 
than last. A local dealer has or- 
dered cut steel buckles to be worn 
over the instep in place of straps. 
At several men’s shops, crepe sole 
oxfords are selling better this year 
than ever before. 








| CINCINNATI | 








Retail Stores Active 


LTHOUGH end of the season 
sales appear to have run their 
course, a great deal of interest is 
still felt for reduced price merchan- 
dise. But with new styles gradual- 
ly blossoming out to widespread 
presentation, an early acceptance 
of full profit uew goods is expected. 
Stores carrying children’s shoes 
are completing preparations for 
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stimulating and meeting what is be- 
lieved will be a better than fair de- 
mand although no one looks for a 
rush to get the youngsters school 
shod as in past years since the 
trend to merge extremities of sea- 
sons is quite general. 


| ST. PAUL ‘| 


Outlook Optimistic 


ITH harvest in full swing in 

the territory tributary to St. 
Paul, and early threshing already 
already under way showing sur- 
prisingly better crop yields than 
had been expected a few weeks 
back; with prices taking an upward 
swing at the same time that the 
turnouts of grain appear better 
than anticipated, the business out- 
look here and in the rest of the 
Northwest can be classed as fair by 
the most conservative, according 
to bankers and other business ex- 
perts. Shoe dealers report trade 
as slightly better than for 1925 up 
to this period. Dealers in the bet- 
ter class, the higher priced men’s 
shoes, report a remarkable increase 
in sales. This seems to have been 
true of women’s footwear also, al- 
though apparently not to so pro- 
nounced a degree. 

Right now the women’s booteries 
find themselves at the height of a 
black satin and black patent leather 
season. Cuban and Spanish heels 
are preferable. Hot weather dur- 
ing July helped move whites which 
had none too good a season. Fall 
stuff is beginning to show life, 
though dealers are exhibiting a 
tendency not to rush it, preferring 
to clean up on the usual seasonal 
sales. Brown and medium tan kids 
with tan calf for street wear, look 
like popular fall numbers. 


























| DENVER 





Weather Aids Clearances 


7 ARM summer weather has 
been the order of events in 
Denver during the past several 
weeks and this summer weather for 
the first time this season has speed- 
ed up the sale of summer footwear 
in this section. It is aiding the lo- 
cal shoe merchants in their sum- 
mer clearance sales. Denver shoe 
merchants at this time are conduct- 
ing these summer clearance sales 
in order to clean out their summer 
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footwear stocks to make room for 
fall and winter stocks. 

White footwear has been having 
a fairly good sale in Denver of late, 
but the most popular this summer 
has been in the colored kid line. 
Local shoe merchants predict that 
the popularity of the colored kids 
will extend into the fall season, but 
they look for darker colors to jump 
into the lead with the arrival of 
fall months. Satins have seen a re- 
vival in demand during the sum- 
mer months with black the leading 
color. 

Oxfords have also experienced a 
bigger demand in the Denver mar- 
ket during the past few weeks and 
local shoe merchants feel that there 
will be a very good demand for ox- 
fords during the coming fall sea- 
son. Tan is expected to lead in color 
demand in the oxford line. 

The latest consolidated state- 
ment of Denver banks evidences a 
fairly stable business condition 
when compared with the last pre- 
vious statement April 22. There 
are no decidedly marked fluctua- 
tions either up or down. On the 
local horizon many signs have ap- 
peared indicating that the quiet- 
ness which has prevailed since the 
opening of the year is at an end. 
Retail business during the past 
month shows an increase over the 
same month last year. The outlook 
for fall business is very bright, ac- 
cording to local shoe merchants. 


| SAN FRANCISCO | 


Summer Volume Gains 


HE late weeks of July find the 

midsummer sales events in the 
San Francisco retail shoe stores 
continuing with undiminished vol- 
ume and patronage, and with a mar- 
gin, at least 10 per cent ahead of 
the same period last year. 

Sale prices in all classes of 
stores remain uniformly even with 
no serious tendency toward drastic 
price cutting. It is found possible 
to secure satisfactory volume, with- 
out resorting to price slashing. 
This is true of every shop along 
Geary Street. There are one or two 
instances among the Market Street 
retailers, where very low price tags 
are featured, but the majority of 
merchants on this street are not em- 
ploying such tactics and find that 
the higher priced, better quality 
merchandise enjoys a most satis- 
factory demand. 

All styles and colors are featured 
in window displays and are being 














sold. 
universally popular favorites and 
black patents in plain lines are also 
good sellers. 

Men’s footwear during the latter 
weeks of the sales events shows im- 


Light shades continue the 


provement in volume, with all 
shades of tan in heaviest demand. 
Volume in children’s shoes has 
also been making steady progress 
and the situation in the juvenile de- 
partments is much improved. 


Vollman, Lawrence and 
‘Travers 


CINCINNATI.—The following state- 
ment has been issued jointly by 
George R. Vollman, president of the 
Vollman, Lawrence Company of Cin- 
cinnati, and Richard T. Drukker, 
vice-president and general manager 
of the Travers Company: 

“To correct any erroneous inter- 
pretations and any incorrect reports 





GEORGE R. VOLLMAN 


President of the Vollman, Law- 
rence Co. of Cincinnati 


now current in respect to the consol- 
idation of the Vollman, Lawrence 
Company and the Travers Company, 
both of Cincinnati, Ohio, the officers 
of both companies do hereby state 
that the consolidation in effect was 
largely due to the fact that the Tra- 
vers Company having outgrown its 
present quarters and the Vollman, 
Lawrence Company plant (more 
modern in every respect) having a 
capacity of better than four thou- 
sand pairs a day, both companies 
came to a mutual understanding 
whereby the Travers Company was 
to move its equipment, etc., into the 
Vollman, Lawrence plant. However, 
the personnel, management and su- 
perintendency of each concern is to 
remain absolutely the same, both 
being separate and distinct; each 
concern to conduct its business in 
the same manner as in the past and 
the quality of the product of both 
concerns will be absolutely main- 
tained.” 
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Completing Plans for New 
York Convention 


POUGHKEEPSIE.—The retail shoe 
dealers here, who are planning for 
the annual convention of the New 
York State Shoe Retailers’ Associa- 
tion, to be held at the Nelson House 
in this city Sept. 13 and 14, last week 
sent a letter to retailers throughout 
the State, also to a long list of man- 
ufacturers, urging their attendance 
at the convention. Plans for the en- 
tertainment of the retailers who will 
come to Poughkeepsie are practical- 
ly complete, and final details will be 
taken up upon the arrival of State 
President Charles L. Miller, who is 
expected home next week from Ver- 
mont, where he has been spending 
his vacation. 

An invitation has been extended to 
Lew Hahn, executive director of the 
National Retail Dry Goods Associa- 
tion and an interesting speaker, to 
address the shoe men on some of the 
present trends in retail business. 
Mr. Hahn is now on the Pacific coast, 
but is expected home early next 
month, and the Speakers’ Committee 
is counting on his acceptance. Vice- 
President Francis H. Sisson, of the 
yuaranty Trust Company, New York, 
is to be another speaker, and a con- 
ditional acceptance has been received 
from President John J. Baird, of the 
National Shoe Retailers’ Association. 


High Style in Orthopedic 
Store 


Boston.—Merrill’s Grover Shoe 
Shop, Inc., which has been showing 
in its second floor shop, during its 
four years’ life, a steadily increasing 
business on its orthopedic and con- 
servative style shoes, has recently 
introduced a new two _ inch heel 
model in a patent leather one eyelet 
tie, with simulated lizard trim in 
mottled gray and beige. This shce 
is made in the new super turn proc- 
ess. Manager C. B. Merrill reports 
that this makes for a comfortable 
and good fitting last, as well as a 
high-style effect. 


Opening New Shoe Dept. 


Fort WorTtH.—B. L. Hughes, who 
was formerly with the R. E. Cox 
Dry Goods Company of Waco, Tex., 
and recently with the Harding Kelly 
Drug Company of Waco, is opening 
a shoe department in Hillsboro, Tex. 
The shoe department will be in the 
Betty-Zula Shop, Inc. He hopes to 
open up the first of September with 
a line of ladies’ novelty shoes. 
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Shoe Factories Busy Turning 


Out Fall Orders 


Production at or Near Capacity in Most 
Producing Centers 





facturers within the last month. With few exceptions the larger factories are 

speeding up production and are now running close to normal. In some centers, 
notably St. Louis, something like a buying boom appears to have developed. In Lynn 
the factories are increasing their production daily. Brooklyn is operating well, with 
the larger units reporting exceptionally heavy business. The early orders call largely 
for patent leather shoes in oxford, step-in 1nd strap models. Plenty of variations of 
these patterns are to be had and decorations in the way of appliques, underlays, straps 
and applied ornaments are not lacking. Brown, in a variety of materials also is find- 
ing a high place in the early fall run. While men’s shoe producers have felt some of 
this buying stimulus, it has not been as pronounced as in the women’s field. 


\ N agreeably large volume of orders has been thrust upon the country’s shoe manu- 
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Still Going Good 


STRONG start has been made 

on business for the last half 
of the year. July shipments were 
ahead of a year ago. August ship- 
ments will be likewise. Prospects 
for future business are better than 
a year ago. 

Signs of style changes are in 
sight. Blacks, which ran to an un- 
expectedly high peak in July, are 
being brightened up with luster 
trims of reptile, iridescent or like 
leathers. The change is timely. 
Manufacturers were alarmed by a 
fear that too many blacks would 
slow down the style game. 

Browns are expected to come 
strong for new color development. 
They range from milk chocolate to 
dark chocolate. Best browns will 
probably be livened up by red tones 
or by red trims, such as brown 
suede with cherry red patent trims, 
the dark, not the bright red cherry. 
Coffee calf with copper luster trim, 
a patent stock, is also on the list of 
brown tones. 

Blacks made up 60 per cent of the 
production of a number of Lynn 
shops for July. Demand for patent 
leather was reckoned twice as great 
as a year ago, at the end of July. 
A number of these black shoes were 
perfectly plain, too. But the new 
black shoes are brightened up with 








as snappy looking reptiles as have 
been seen. 

Analysis of August orders, by 
one firm, showed a demand for 50 
per cent patents, 25 per cent tans, 
and the remainder satins, velvets 
and reptiles. 

Lasts are getting interesting. 
New development of style shape 








A St. Louis Style 





with 
trim in darker shade of reptile 
grain 


Combination of light tan 








seems ahead. Medium round toes 
are best for bulk business. Squar- 
ish toes, with squarish high heels, 
are’ selling briskly with one firm. 
Narrower toes are mentioned as a 
possibility for fall. The “Vaga- 
bond” toe, a wide mannish fellow, 
is reported on sport oxfords. 

In patterns, straps make up fully 
one-half of the styles. Narrow 
straps lead, with a probability of 








some wider straps, and harness 
buckles on street models for fall. 
Strapless pump effects, including 
step-ins, have gained much of late. 
This includes D’Orsay, opera and 
like pumps. New oxfords have 
wide ribbon laces, while other laces 
are of the cord or flat braid type, 
with tassels, or baubles, on the ends 
of them. 

Tongue effects range from just 
suggestions of a tongue, to high, 
trimmed tongues. 

Polished python, iridescent shark 
and stippled chameleon are among 
the leather uses for trims. A 
Cupid pump having a heart-shaped 
cutout crossed by Cupid’s arrow, a 
design small and dainty, gives one 
idea of trims. 

Heels 22/8 high, and of snappy 
reptilian coverings, are new. 

Welts continue to show gains 
with some firms well sold ahead on 
smart models. 
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Prices Holding Firm 


HOE factories continue busy. In 

women’s shoes many simulated 
reptile trims are noted, with black 
shoes of patent, suéde, velvet, calf 
and kid, in attractive patterns pre- 
dominating. All simulated reptile 
straps, oxfords and pumps are now 
to be seen in the works. So heavy 


has been the demand for white in 
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many sections of the country that 
some manufacturers have recently 
received -repeat orders. Vacation 
time is not over yet and with white 
gowns, women consumers want 
white shoes. Fancy laces are to be 
noted on oxfords and ties. Men’s 
shoes for early fall now in the 
works show a number of new effects 
in trims; soles and eyelets are tak- 
ing on new forms of decoration. 
There are a number of plain toes 
and button oxfords being manu- 
factured. Prices show no signs of 
weakening—if anything, they are a 
little stiffer; these prices are but 
the reflection of the leather market, 
which continues firm. 

One kid leather house with Bos- 
ton show rooms has a case contain- 
ing a wide range of women’s styles 
made from kid leather. Especially 
interesting are the reptile grains, 
which before being made into the 
shoe are quite dis-similar in effect 
to the attractive appearance pre- 
sented when they are built into a 
one-strap or other pattern. A 
leather boudoir style was unique in 
blue kid of medium shade with gold 
kid star trim. 

Shoe sample rooms of both manu- 
facturers and wholesalers present 
an inviting appearance, as these are 
the days when the Boston market is 
being visited by buyers from all 


parts of the country. These buy- 
ers are placing their orders with 
quality as an important consider- 


ation. Grades between the “top- 
notchers” and low-priced numbers 
have been receiving a new interest. 
The market’s trend is upwards. 


ST. LOUIS 





Heavy Orders 


HE St. Louis shoe manufac- 

turers are being buried in an 
avalanche of orders being sent in 
from their salesmen on the road 
who have had the new fall line of 
shoes since about July 1. Several 
companies report that buying is 
heavier than at any time since the 
war. 

The six months’ period ending 
June 30, showed sales of approxi- 
mately $78,789,600. This is an in- 
crease of 1144 per cent over the 
corresponding period of 1925. 

In the case of the large manufac- 
turers the sales figures were furn- 
ished by the firms themselves. 
Amounts credited to smaller firms 
were taken from their reports to the 
city license collector who uses the 
figures as a basis for assessing the 
manufacturers tax. 
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Aggregate sales of $68,400,000 for 
the first six months were reported 
by the following four firms: Inter- 
national Shoe Co., Brown Shoe Co., 
Hamilton-Brown Shoe Co., McElroy- 
Sloan Shoe Co. The next group with 
aggregate sales of $8,517,600 in six 
months, consisted of eight specialty 
factories whose output is 18,200 
pairs per day. 

It is not the business done for 
the first six months that gives the 








Here a Broncho Buster—At Home 
a Buster Brown 


John A. Bush, president of 
Brown Shoe Company, is thor- 
oughly enjoying himself on his 
ranch in Colorado. John can spot 
a bum steer here as well as he 
can in St. Louis. Some chap and 
chaps! Maybe he is going to do 
a Will Rogers with that lasso. 
Anyway, he likes Colorado, and 
Colorado, like everybody else, 
likes him 








manufacturers’ greatest  satisfac- 
tion, but the mid-summer boom that 
has begun, though it upsets produc- 
tion plans in the case of some fac- 
tories. “Last week was our biggest 
week in orders received since the 
war period, a time when purchases 
were being made for future delivery 
and prices were soaring,” said an 
official of the Brown Shoe Co. “We 
booked sales of $1,300,000 for the 
week.” 

“We have been buried in orders 
for the last three weeks,” reported 
the McElroy-Sloan Shoe Co., which 
has sixty-eight men on the road and 
does an annual business of well 


August 7, 1926 


toward $7,000,000. “The sales so 
far this month are the largest we 
have had for a like period since 
1921.” “Most of the orders piling in 
on us: now are for immediate de- 
livery,” said an official of the In- 
ternational Shoe Co. “For some 
time merchants have been conserva- 
tive about booking advance orders. 
The frequent changes in styles is 
the main thing that makes them 
cautious.” 


Production Increased 


NCREASED production to handle 

early fall orders is the demand 
of the day in local shoe factories 
and Rochester shoe manufacturers 
are making every effort to meet the 
demand. Reports from the women’s 
shoe factories indicate that they 
are all busier now than they have 
been at the same time during the 
past five years. 

The demand for blacks continues 
with patents still very strong fol- 
lowed by satins. During the past 
three weeks there has been a very 
marked demand for satins. In pat- 
terns straps and plain pumps are 
regarded as the best bets. There is 
a marked tendency towards plainer 
patterns, with trimmings, inlays 
and cut-outs of a more subdued 


nature. 

ACTORIES continue generally 

busy with fall business increas- 
ing weekly. Salesmen, in most in- 
stances, are in their territories fol- 
lowing up accounts interviewed at 
the recent gathering of the buyers 
in the Boston market. The road 
men are very encouraging in their 
reports to the factories. 

The notable run to blacks is caus- 
ing much comment in the local in- 
dustry. The run on patent leather 
is unusual for so early in the sea- 
son. The call for blacks also in 
suédes, kid and satin is noticeable. 
A few of the mail order houses con- 
tinue to make up shoes in the light 
colors, but fall shoes getting into 
the works are mainly blacks. Rep- 
tile trim is used in restricted 
amounts. The white reptile for use 
with black patent on collars, straps 
and heels is the most popular trim. 
Beading is also to be very good on 
the evening slippers, particularly 
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Fall Business Increasing 
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satin, it is apparent from the activ- 
ity in the ornament houses and bead 
shops. Rhinestone and cut steel 
beading predominates. Buckle or- 
namentation is also regarded favor- 
ably. Cut out and side lace oxfords 
are holding the prominent places 
predicted and the new oxford pat- 
terns will run a good second to 
straps. 

The firms making men’s slippers 
are preparing for a good run of 
business taking them into the early 
fall. The Christmas trade annually 
gives these plants a spurt during 
the late summer. The same is true 
of the factories making ballets, 
these houses being already active 
in getting out dancing slippers. 
Blacks hold sway with a few bal- 
lets being made in the brighter 
colors. 

Heel manufacturers are more and 
more active and are making the new 
heels for the fall-and winter foot- 
wear. The 17/8 heel appears to 
lead, but the heels go up as high 
as 21/8. The Louis heel is crowd- 
ing out the spike heel. The slender 
heels with the small lift are popu- 
lar, with the new square and octa- 
gon heels beginning to come into 
wider use. 





me 
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Gain Over 1925 


T is convincingly apparent that 

the Cincinnati market generally 
will average a substantially larger 
volume this year over last. The 
plants are now hitting their best 
production stride, with several 
weeks’ business or more booked 
solid in most quarters and labor 
conditions are satisfactory. The 
wholesalers are also realizing a 
splendid business at present with 
many out of town buyers coming in. 





| MILWAUKEE 





Factories Very Busy 


ILWAUKEE manufacturers 

are very busy working on 
their fall lines. Salesmen have, in 
many cases, been in the city for 
conferences, and are now starting 
on the road with renewed interest 
in their lines, which is being trans- 
formed into larger orders. All lines 
are apparently feeling the increased 
demand, including manufacturers 
of men’s, women’s and children’s 
shoes. One children’s shoe factory 
is already behind on shipments. 
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These orders have centered around 
oxfords and various tie patterns in 


children’s shoes. In men’s, some 
new trimming touches are being in- 
troduced and grain leathers are 
sponsored. 

With manufacturers busy on fall 
orders, the demand for leathers has 
also picked up to a marked degree, 
and Milwaukee tanneries are now 
working ahead on new shades and 
new leathers that promise to be 
good for fall. In calf leathers a 
trend to darker shades of tan has 
been noted, and it is expected that 
the medium brown tones will come 
in stronger for the fall months. One 
tannery anticipates a demand for 
black suéde after fall business is 
well under way. 








A new three eyelet oxford that 
is creating a storm in Paris at 
present, according to Edward 
Kalfayan, who sketched it abroad. 
It is made up in a number of 
combinations, the vamp and heel 
being of one material and the 
quarter of another 


| BROCKTON 


Improvement in Production 


ONTINUED gradual improve- 
ment in production was noted 
during the past week, with every 
factory now over stock-taking and 
engaged in good production of early 
fall orders. Shops turning out the 
better grades of shoes are now 
quite busy, while concerns special- 
izing in the so-called third grade 
production are operating to near 
capacity. These latter concerns re- 
port good orders, while manufac- 
turers of better grades are most 
optimistic for a season consider- 
ably busier than the spring run. 
Many tan skins have been cut in 
the shops, both in the higher and 
cheaper grades for men, most of 
which are being made up in low cut 
styles. In the better shoes foot- 
wear for evening is being made up 
in a pointed toe with a heel up to 
10/8, while the business shoe and 
boot for sports is retaining the 
lower heel long so popular, and is 
being made up with the more 
rounded toe. Cord lacings in two 
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tones of tan will be a novelty to 
give shoes a bit more class. A 
sport shoe is being made up in the 
moccasin effect in two tones of tan 
calf with saw-tooth edging and has 
a low beveled heel. 

In women’s styles, pointed toes 
still are being retained for evening 
footwear, with the broader toe de- 
signs and lower heels for hiking 
and sport wear. More patent 
leather is being used this fall than 
for several seasons, although tan 
kid and calf are the leaders, with 
suéde and black also strong sellers. 
Very few reptilian leathers are be- 
ing used, and it is likely that except 
for a few novelties, factories here 
will not go in for a great deal of 
this type of shoe. 


Campaign for Charge 
Accounts 


DetroIt—French, Shriner & 
Urner recently made a campaign for 
charge accounts in connection with 
a courtesy period preceding their 
July Sale. Together with the an- 
nouncement of the sale offerings it 
was suggested that the recipient fill 
out an inclosed application for credit. 
This card when filled out gave the 
name, residence and business address 
of the applicant, stores where charge 
accounts have already been opened, 
and the bank where his business is 
done. As they were received and 
checked up the applicant was notified 
of the acceptance of the account. It 
was not necessary to make a pur- 
chase at the time the account was 
accepted, but it will be a convenience 
ready for the customer to use when 
the time arrives when it is desired. 


To Remodel Cleveland Arcade 


CLEVELAND.—The Arcade that ex- 
tends from Superior Avenue to Eu- 
clid Avenue around Third Street is 
a favorite place for sales representa- 
tives of the shoe manufacturers. 
There are 50 of them located on the 
upper floors. 

On the first floor there are sev- 
eral retail shoe merchants. 

These people are all excited over 
the fact that the old Arcade, with a 
history that dates back into the early 
"70s is to be remodeled. The owners 
are to spend $250,000 in remodeling 
the first floor, and when the job is 
completed, every store room will have 
a new front made of marble, glass 
and bronze.. The very latest design 
in front store windows is to be 
copied and merchants are anticipat- 
ing a great benefit when the job is 
completed. 
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Showing New Leathers 


Prominent among the many at- 
tractive booths at the Boston Shoe 
and Leather Fair was that of the 
Greiss-Pfleger Tanning Co., with its 
rich colorings in leather heightened 
by the introduction of modish foot- 
wear displayed in conjunction with 
the skins. An innovation, shown at 
the Boston show for the first time, 
was Lozelle Treasure Island calf, 


suggested by the present vogue of 
old maps. Treasure Island calf has 
a beige colored background . on 
which are printed small maps of 
various countries in a variety of 
mellow colors. It is quite a distinct 
achievement and was designed to find 
a place in the present vogue for 
shoes, bags and hats of the same 
leather. 








St. Paul Stores Merge 


St. PauL.—A merger bringing 
under single management two of the 
oldest mercantile establishments and 
affecting two of the best known shoe 
departments in St. Paul was an- 
nounced this month when Schuneman 
& Evans and Mannheimer Brothers 
department stores arranged a con- 
solidation. The new firm will be 
known as Schuneman’s, Inc. Joe 
Langley, former president of the 
Northwestern Retail Shoe Dealers 
Association is manager of the Mann- 
heimer shoe department and D. D. 


. Bryson is manager of this depart- 


ment at Schuneman & Evans. The 
actual consolidation of’ the two 
stocks under the one roof in the 
present stand of Schuneman & Evans 
on Wabasha Street probably will not 
be made until October 1, it is un- 
derstood, both stores continuing to 
operate until then. The officers of 
Mannheimer’s become officers with 
those of Schuneman & Evans in the 
new company. Mannheimer’s had 
been established more than 50 years 
and Schuneman & Evans, 38 years. 
Plans regarding the shoe depari- 
ments are understood to be still in 
the making. Manager Langley of 


Mannheimer’s has been featuring 
the high-priced footwear particu- 
larly Laird-Schobers. Manager Bry- 
son’s department has carried foot- 
wear with a $12.50 top. It is under- 
stood that the officials, planning as 
they are for an aggressive mer- 
chandising program, are considering 
the feasibility of continuing both 
departments. Several Twin Cities 
department stores already have two 
shoe departments, this not including 
basement stocks. 


New Store for Galveston 


GALVESTON, TEX.—The Royal Boot 
Shop, which plans to operate a chain 
of stores throughout the country, 
will open its first store at 403 21st 
Street, this city, according to an an- 
nouncement made by Morris Clark, 
president of the concern. The new 
store will specialize in men’s and 
youth’s shoes, and no shoes in the 
store will sell above $4. The mer- 
chandise handled in the store will 
be known as the Royal $4 Shoe. 
Harry Fratkin will serve as general 
manager of the new store, assisted 
by Samuel H. Carson of Houston. 
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An efficient department in a small 


space. Here is a view of one of the 
Nettleton and Miller-Cook depart- 
ments in a Weber & Heilbronner 
store, New York City. The space 
devoted to these departments is not 
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Small but Efficient 











large. A few chairs, a front display 
case and display cases set in the 
partitions that separate the stock 
rooms from the department itself 
are sufficient to give a real shoe 
atmosphere. 








New Shoe Department 


CHIPPEWA FALLS, WIS. — Men’s, 
women’s and children’s shoes are to 
be handled in a new department 
which is being installed by the Greep- 
Trueblood Co., which operates a de- 
partment store here, and remodeling 
work is now under way in order that 
the department may be opened about 
the end of the month. The owners 
of the store have just returned from 
an extended buying trip, and ship- 
ments of shoes should be on hand 
within the near future. 

Otto Buttenhoff, an experienced 
shoe man, will be in charge of the 
department. He was formerly em- 
ployed here by the Fred Pitsch shoe 
store, but more recently has been at 
Culver’s in Eau Claire, Wis. 

Women’s and children’s shoes will 
be featured in the new department, 
although a representative line of 
men’s shoes will also be carried. 


To Gren Toledo Depzrtment 


MILWAUKEE.— The Applebaum- 
Mautner Co., which operates the 
shoe department at Breithaupt’s 
women’s apparel store, and a second 
department in Rockford, IIl., has 
announced plans for opening a 
third department in Toledo, Ohio. 
Philip Applebaum, who has been in 
charge of the local department, will 
become manager of the Toledo 
store. The management of the local 
department has been assumed by 
his brother, Irving Applebaum. 


Southeastern Ass’n Growing 


ATLANTA.—The fine success of the 
1926 convention of the Southeastern 
Shoe Retailers Association, which 
was held several weeks ago in At- 
lanta at the Ansley Hotel, obtained 
such wide publicity for the associa- 
tion that within the past. three 
months an unusually large number 
of applications for membership have 
been sent in, both by retailers in 
the southeastern states in which the 
assceciation operates who become ac- 
tive members, and by _ salesmen 
traveling in the territory who be- 
come associate members, the result 
being that the membership roster of 
the organization is now not only the 
largest it has ever been before, but 
that financially the association is in 
the best shape in its history. It was 
in excellent financial shape, in fact, 
when Joe Steele, of Atlanta, sur- 
rendered the presidency to George 
Bussey, of Macon, Ga., some weeks 
ago, but with the several additional 
members that have been enrolled 
the resources have been still further 
increased, according to Frank 
Stevens, of Atlanta, who was re- 
elected secretary and treasurer at 
the recent annual meeting. 


New Regal Manager 


CINCINNATI. — The local Regal 


store has appointed A. B. Wolfe of 
Springfield, Ohio, to succeed S. C. 
Nicholl as manager. 
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HAND TAILORED 
HAND LASTED 


Bion F-REYNOLDS Cow, 


BROCKTON, MASS. 








STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES’! 
“They've Got to Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 
Seuth Weymouth, Mass. 











HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 














T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK co. 
Tanneries at Danversport, 95 South St, Boston, Mass. 











Color ec 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











est Virginia 


Makes a satisfactory, 
long-wearing, economical counter. 
Pulp Product Department 
WestVirginia Pulp & Paper Company 
Detroit New York Chicago 
























— YLE vee MFG. CO., INC. 

_— ea Office, » ~~» 1116, 132 Brway. 

HIGH GRADE TURN MULES and D’ORSAYS 

Satins, Kids, Brocades and Fancy Patterns. 
$24.00 per doz. and Up. 
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ge (Dyer 
Grade 

BEST-EVER 

Seft-Sele Leather 
loudeirs and Novelty 

Kimone Sandels 

Write for Prices 
SEST-EVE@ SILPPER CO., inc., BROOKLYN, N. Y. 








Novelty Slipper Co. 
Makers of 
Beudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 


— 
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The Quali 
attimen ‘Slipper 

Highest Grade Turn 
Mules and D’Orsays. 


Satins, Kids and 
Fancy Patterns. 


Samples sent on 
Request. 











THE FASHION SLIPPER MFG. CO. 
56 Myrtie Ave., Brooklyn, N. Y. 
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{ Cut t Steel and Rhinestone 


SHOE ORN, 
Studded Heels 
6°8 W.22nd St.New Yor 


LEON WEIL" 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 
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Long Shoes for Hills 


The Florsheim Store, Seattle, Wash. 


Many cases of alleged poor fitting 
shoes were analyzed in the Florsheim 
store in Seattle by the manager, W. 
E. Cotter. He found, in tracing 
back for the cause of the complaints, 
that most of the customers were ap- 
parently wearing the proper sized 
shoes. Then it came to him that in 
walking down hill the foot is jammed 
more up in the toe of a shoe. By 
fitting a whole size longer than 
ordinary, these complaints abruptly 
ceased, as did the complaints rela- 
tive to the vamps cracking through 
perspiration. It is a known fact 
that short shoes will cause undue 
moisture. Walking around the 
streets of Seattle with its seven 
hills, is being made more enjoyable 
to Florsheim customers since Cotter 
chanced on his discovery. 


The two Florsheim stores here are 
going after business in’ a more 
aggressive way. The one at 903 
Second Avenue is being remodeled 
inside and out. New sets of window 
fixtures have been furnished both 
stores. Mr. Cotter quoted an old 
saying in which he believes “One 
must spend money to make money.” 
The type of store advertising has 
been changed to conform to the policy 
of the house. “We are going right 
after the spenders hard, the young 
men who want plenty of style and 
snap. We are making these fellows 
feel that our stores will not only give 
them lively patterns and good service, 
but will prove to be a comfortable, 
cheerful place in which to spend their 
money,” remarked Cotter as he went 
to greet a couple of customers. 








Balaban Walk-Over Store to 
Move 


MADISON, WIS.—The Balaban 
Walk-Over Shoe Co., now located on 
State Street, will move into new 
quarters at 6 South Carroll Street 
as soon as alterations are completed, 
according to plans that have just 
been made public. The building on 
Carroll Street, formerly occupied by 
a furniture store, is being remodeled 
and divided into three store loca- 
tions, one of which has been leased 
by the Balaban firm. A new front 
is being installed and other changes 
are being made, about $9,000 being 
expended in making ready for the 
new occupants of the building. 


Stresses Reptilian Leathers 


DETROIT—The Queen Quality 
store, Woodward Avenue, is not de- 
pending wholly upon cut prices to 
stimulate business’ during the sum- 
mer months. A window during the 
last week of July was devoted to 
reptilian styles at regular prices, 
varying from $6 to $10. A large 
card, circular in form, but with 
notched edges in the form of a seal, 
bore the inscription: “The Dawn of 
the New Reptilian Shoe Styles.” 
Around the outer edge appeared the 
following: Cobra, Rattlesnake, Py- 
thon, Lizard, Alligator, etc. There 
was a noticeable preponderance of 
oxford and gore types among the 
styles exhibited. 
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A Real “Dorothy Dodd’’ 


A feature of the recent Boston 
Style Show was the appearance of 
Miss Dorothy Dodd, a junior “name- 
sake” of the well-known Boston- 
made line of women’s and young 
women’s footwear. Dainty Miss 
Dorothy Dodd, in Colonial costume, 
had the distinction of leading the 
parade on the style runway each eve- 
ning, and during the afternoons was 
present at the attractive Dorothy 
Dodd shoe display in Mechanics 
building. The Boston public, too, 
had a glimpse of her in a photo- 
graph in the window of the Dorothy 
Dodd Boot Shop at 23 West Street. 
She is a true “Colonial” girl, born 
in Massachusetts, living in a shoe 
city, daughter of W. L. Dodd, sales 
manager of W. L. Douglas Shoe 
Company, Brockton, and a descend- 
ant of the Harrington family of Con- 
cord, members of which fought in 
the battles of Concord and Lexing- 
ton, as attested in the Harrington 
Monument at Meriam’s Corner, Lex- 
ington. 
Miss Dorothy Dodd is the only 
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Miss Dorothy Dodd 


young lady of this name in New 
England, so far as the Dorothy Dodd 
shoe makers have discovered, and 
during a quarter of a century only 
four others have been located in the 
entire country—a fact which gives 
the name an unusual distinction. 
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# WHERE TO BUY 


Women’s Novelties 








You'll “fall” for our 
2Z-S> FALL STYLES “<2 


Samples sent and returnable at our 
expense. $3 to $% Sellers. 
SAMUEL COHEN SHOE CO. 

72-82 Linecoin St. Boston, Masa 
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allet Manufacture 
241 tt ae 7A, - Philadelphia, Pa. 








Duncan Is Hovey’s Women’s 
Shoe Buyer 


Boston.—A. C. Duncan, children’s 
shoe buyer at C. F. Hovey Co.’s has 
recently had added to his duties the 
management and buying of women’s 
shoes. He will continue his position 
as children’s buyer. Mr. Duncan 
took up his duties at Hovey’s about 
the first of the year, coming there 
from the assistant managership of 
Jordan, Marsh’s children’s shoe de- 
partment. Under his direction, an 
attractive children’s department was 
opened on the third floor of the 
Hovey store. He now divides his 
time between the third and the first 
floors. 


Hope Shoe Mfg. Co. New 
Brooklyn Firm 


BROOKLYN.—A new concern in the 
shoe-producing field, under the name 
of the Hope Shoe Manufacturing 
Company, has been started here at 33 
Marcy Avenue. Philip Farber, presi- 
dent of the new firm, comes from a 
long line of shoe people, and for some 
time was with the City Made Slip- 
per Company, started by his father 
twenty years ago. Emil Farber, of 
the same family, is the sales mana- 
ger and Sol. Cohen, one-time buyer 
for J. Glassberg, is a member of the 
sales force. 


Nunn-Bush Annual Outing 
Held 


The annual outing of the Nunn 
Bush & Weldon Shoe Co., Milwau- 
kee, was held at Waukesha Beach, 
recently. A 100 per cent attendance 
was requested, and the employees 
responded accordingly. This Nunn- 
Bush annual outing day is a popular 
event. Mothers brought their babies 
—young and old were there. From as 
early as 7 o’clock in the morning, a 
long line awaited the first special 
train to Waukesha—the last train 
left about 10 a. m. The starting 
place was the Public Service Build- 
ing at Milwaukee, where Fred 
Muenchow’s Band gave a concert 
from 7 a. m. to 9 a. m., at which time 
the band left for the picnic grounds. 
An interesting program of events, 
with useful prizes to the winners, 
took place. A feature event brought 
to one of the men employees a pair 
of Nunn-Bush shoes; to one of the 
women employees a five dollar gold 
piece. 


Holters Off for Europe 


CINCINNATI— John G. Holters, 
president of the United States Shoe 
Co., has left on a business and pleas- 
ure journey to Europe and will stop 
in the East on his return trip, which 
has not been prearranged. 


IN StOCK 
BLACK BALLET SLIPPERS 























Beautifies Footwear 
Makes Oli Shoes Look New 
THE NU-SHINE CO. 
Mkt. St. Reidsville, N. C. 











Information for Shoe Merchants 

“Where to Buy” consti- 
tutes a source of knowledge 
so that he who runs through 
these pages may read—and 
learn. 

















































































WHERE TO BUY" 


Stylish Comfort Shoes 





Gend toa 
list of profitable 
styles carried in 
H. K. Gardiner Co., ‘Pittsneta, N. A. 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St., 
City 











“ELAM” 
Flexible Turn Shoes 


Per the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 


Boston Office, 183 Essex Street 




















_.. 


WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS 
Write for Agency Plan 
Dr A Posner, SHoes, ine. ‘#9 ae ts aad 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
gaver in meeting immediate needs. 
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Designer Back from Europe 


NEw YorK—Edward Kalfayan, 
designer of women’s shoes, has just 
returned from a three months’ visit 
to Paris, where he went exhaustively 
into the subject of new footwear 
fashions. Previous to going abroad 
he was with Thomas Cort of Newark 
and has been connected with some 
of the leading style houses in this 
country. His future plans here are 
still undecided. In the meantime he 


Edward Kalfayan 


has taken quarters at 207 West 
Eighty-fifth Street. 

“There is no one outstanding style 
in Paris at present,” he said. ‘“Pat- 
terns are mainly along the lines of 
step-ins, one straps and three eyelet 
oxfords. Suede with kid trimming 
is rather popular there and reptile 
leathers are freely used. Evening 
slippers are main'y made of fine 
brocades in sandal type with many 
appliques and embroideries.” 

The 17 to 18/8 heels are the most 
popular heights in Paris just now, 
he adds. 


Pfister and Vogel Hold Sum- 
mer Sales Meeting 


MILWAUKEE—The entire selling 
staff of the Pfister & Vogel Leather 
Co. has spent the past week at the 
tannery, going over plans for fall 
work and fall coloring. According 
to E. G. Hansen, advertising man- 
ager, the organization will feature 
a darker copper shade of tan for 
high fall style, and several shades 
have been worked out to fit into the 
style program for the coming sea- 
son. . 


To Open Store in Texas 


Bowlk, TEX.—C. Terrell, manager 
of Perkins-Timberlake Co., Bowie, 
Tex., has just purchased the fixtures 
and rented the building of the Le- 
vine Fashion Shop, Childress, Tex., 
and in partnership with James Chap- 
man, also of Bowie, will oven about 
Sept. 1 a store carrying ladies’ ready- 
to-wear and accessories, and a good 
stock of ladies’ novelty shoes. 
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New Shop for “Tots 
to ’Teens”’ 


BosTton.—The E. W. Burt & Co., 
Inc., 17 West Street, will open a de- 
partment for children’s shoes, in 
time to supply the September school 
trade. This new feature of the E. W. 
Burt store will be installed on the 
third floor, and here everything in 
footwear from “Tots to ’Teens” will 
be carried. This is one of the inno- 
vations which Manager Ray Ellis, 
who recently came to this shop from 
a buyership at Wanamaker’s, Phila- 
delphia, has instituted. Mr. Ellis 
will also buy for and manage this 
department. The fitting will be 
done by experienced saleswomen, in 
charge of a young woman assistant 
to Mr. Ellis. 


To Reopen Kelley Factory 


STOUGHTON.—After having been 
idle for nearly two years, officials of 
the M. F. Kelley Shoe Co. announce 
the opening of the factory for the 
exclusive manufacture of boys’ shoes. 
The concern, one of the oldest in the 
Old Colony District, has just com- 
pleted renovation of the entire shop, 
and much new machinery has been 
installed. The company now is one 
of the few concerns in the district 
turning out boys’ shoes. Just what 
the output of factory will be to start 
the company is unable to say. 


Sylvan M. Barnet Holds Two 
Offices 


NEW YorK.—The directors of the 
Barnet Leather Co., Inc., at their 
quarterly meeting announced the 
election of Sylvan M. Barnet as 
treasurer of the Barnet Leather Co., 
Inc. Mr. Barnet, therefore, becomes 
both president and treasurer. The 
following are the directors: Sylvan 
M. Barnet, Sig Rothschild, Benja- 
man Feiner, Frank R. Ireland, E. 
Lawrence White, Richmond L. White 
and Edward B. Levy. 


On European Trip 


BROCKTON, Mass.—Hector E. 
Lynch, president of the Howard & 
Foster Co., and wife sailed on the 
Laconia for Europe on Sunday, July 
27. They are touring England and 
France and will return to New York 
on the Berengaria, arriving here 
about the middle of September. 
This is an independent, all-pleasure 
trip. 
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CHANGES IN BUSINESS 





GADSDEN, ALA.—The Vogue, shoes, 
etc., incorporated with authorized cap- 
ital of $10,000. 

Los ANGELES, CAL.—C. E. Comer 
(664 Heliotrope Drive), shoes, reported 
sold out to Adolph Grossberger. 

Harvard Shoe Stores Co. (413 South 
Main Street) (528 South Spring 
Street), shoes, reported sold out at 413 
South Main Street to J. J. Sugar- 
man Co. 

Jose Moreno (608 North Hoover St.), 
shoes, sold out to Mrs. Giustine Mis- 
cione. 

SACRAMENTO, CaL.—Mayfield & Ohrt, 
shoes, succeeded by Fredson & May- 
field. 

CHicaGo, Itt.—Atkins & Freund 
(4805-11 South Ashland Ave. ), shoes, 
etc., reported sold out to H. P. W. 
Stores Corp. 

Morris Kaplin (1801 S. Laflin St.), 
reported removed to 234 E. Fifty-first 
Street. 

Scholar & Waid (228 E. Thirty-first 
Street), shoes, dissolved partnership; 
succeeded by Joseph Scholar. 

Winter & Beifus (1051 Belmont 
Ave.), (Belmont and Seminary Aves), 
shoes, etc., reported sold out to H. P 
W. Stores Corp. 

RockrorD, ILL. — Stonefield-Evans 
Shoe Co., Inc., shoe manufacturers, 
changed name to Certified Shoe Co., 
and increased capital from $300,000 to 
$600,000. 

MISHAWAKA, IND.— Mendelsohn & 
Piser, shoes, incorporated with author- 
ized capital of $10,000. 

Boston.—Ethel Goldberg (wife of 
Jacob), shoes, filed married woman’s 
certificate. 

LYNN, Mass.—Fair Sex Shoe Co., 
Inc., shoe manufacturers, incorporated 
with authorized capital of $50,000. 

Norwoop, Mass.—P. H. McCartin, 
shoes, reported succeeded by John W. 
Regan. 

DetroIT, MicH.—Louis M. Dunn, 
shoes, etc.. incorporated with author- 
ized capital of $25,000. 

NasHua, N. H.—N. & P. Shoe Co., 
baby shoe manufacturers, recently 
commenced business. 

NewakkK, N. J.—Jacob Sybulsky (151 


Warren St.), shoes, removed to 381 E. 


Eighth Street, New York City. 

BINGHAMTON, N. Y.—Max Goldean 
(“Boston Shoe Co.”), shoes, reported 
advertising to sell out. 

Clarence W. Kelsey (Kelsey Shoe 
Shoppe), (160 Washington St.), shoes, 
reported will commence business about 
Sept. 15. 

BROOKLYN, N. Y.—Hope Shoe Mfg. 
Co., shoes, incorporated with author- 
ized capital of $12,000. 

New York City.—Sigmund Posner 
(1546 Park Ave.), shoes, reported sold 
out to Meyer Shmulewitz. 

Schwartz-Lowitt Co., shoes, etc., in- 
corporated with authorized capital of 
$5,000. 

Leopold Weinstock (966 E. 156th 
St.), shoes and repairing, sold out to 
Benjamin Shapiro. 

ROCHESTER, N. Y.—Tiny Tots Shoe 
Corn., shoe manufacturers, incorpo- 
rated. 


ROCKVILLE CENTER, N. Y.—R. V. C. 
Clothing & Shoe Store, shoes, etc., in- 
corporated with authorized capital of 
$20,000. 

PHILADELPHIA, PA.—Samuel Ged- 
rich (6044 Market St.), (also Lewis- 
burg), shoes, etc., discontinued business 
at 6044 Market Street, moving stock to 
Lewisburg. 

READING, Pa.—Lenmore Shoe Co., 
shoes, etc., incorporated with author- 
ized capital of $25,000. 


Business Reverses 


UNION SPRINGS, ALA.—G. R. Peddy, 
shoes, etc., reported petitioned into 
bankruptcy. 

PENSACOLA, FLA.—M. Landy, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

SPRINGFIELD, ILL.—Carswell Cloth- 
ing Co. (A. B. Carswell, Propr.), shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Boston.—Samuel J. Katz & Co., 
wholesale shoes, reported offering to 
compromise at 40-30 per cent in cash, 
5 per cent, 30 days, and 5 per cent in 
60 days. 

Clarence W. Silver (Silver, C. W., 
Lea. Co.), (91 South Street), upper 
leather, reported petitioned into bank- 
ruvtcy. 

SPRINGFIELD, Mass.— William W. 
Plotkin (25 Brookline Ave.). shoes, etc., 
reported petitioned into bankruptcy. 

Kansas City, Mo.—Joseph E. Hor- 
witz (“Paseo Bootery”), (1511 E. 
Eighteenth St.), shoes and repairing, 
reported petitioned into bankruptcy. 

HAMMONTON, N. J.—Bellevue Stores 
Co. (J. G. Asay, Jr., Propr.), shoes, re- 
— meeting of creditors was sched- 
uled. 

NEw YorRK C’Ty.—Emil Cohn (2194 
Eighth Ave.), shoes, reported meeting 
of creditors was scheduled. 

David Weller (318 W. Fifty-first 
St.). shoes, reported petitioned into 
bankruptcy. 

HENRYETTA, OKLA—F. J. Frear 
(Army & Navy Store). shoes, etc., re- 
ported petitioned into bankruptcy. 

NIAGARA FALLS, N. Y.—Albert Gold, 
shoes, etc., reported petitioned into 
bankruptcy. 

PAWTUCKET, R. I.—Rose_ Boslovitz 
(267 Mineral Springs), shoes, reported 
offering to compromise at 50 per cent. 

Liperty, S. C.—A. D. Attaway, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

Et Paso, Tex.—Bee Hive D. G. Store, 
shoes, ete., reported assigned. 


Lined with Gold 


LYNN.—W. F. Hooley Shoe Co. is 
bringing out a line of fine dress 
shoes that are lined with gold kid, 
and, also, some similar shoes that 
ere lined with silver kid. Most 
likely, these linings are the finest 
ever used in Lynn. They are ex- 
pensive, for they are of fine kid, 
covered with gold leaf. or silver 
leaf, as the case may be. 
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Rochester Merchants Or- 
ganize Credit Bureau 


ROCHESTER—Rochester merchants 
with the assistance of the Retail 
Merchants Council of the Chamber 
of Commerce have organized a Re- 
tail Merchants Council Credit Bu- 
reau for the dissemination of credit 
information. Temporary quarters 
have been secured in the Burke 
building and as soon as the new 
Chamber of Commerce building is 
completed the new bureau will be 
located at the Chamber of Com- 
merce. 

Study of credit bureau systems 
has been made for several months 
under the direction of a merchants’ 
committee, of which Albert B. East- 
wood and William Pidgeon, Jr., lo- 
cal shoe merchants, were members. 

Inspection of credit bureaus were 
made by local merchants in New 
York, Philadelphia, Syracuse, Des 
Moines and Springfield, Mass., and 
correspondence was conducted with 
credit bureaus in many other cities. 

Twenty-three Rochester stores 
finally underwrote funds to the ex- 
tent of $20,000 to organize the bu- 
reau here. After several months’ 
conference it was found inadvisable 
to buy out any privately-owned 
credit bureau, but to build from the 
ground up. 

Actual work of organizing the bu- 
reau was begun on May 3 when, 
because of restricted space in the 
present Chamber of Commerce 
building temporary quarters were 
rented in the Burke building and a 
staff was organized. 

Since May 3 there has been ac- 
cumulated information on approxi- 
mately 100,000 cards. Transcripts 
of store records have been pouring 
into the bureau office and the infor- 
mation classified and filed. To in- 
sure complete confidence the infor- 
mation is filed in code, so that none 
but the initiated who are pledged 
to secrecy may know the facts. The 
information will be exclusively for 
the use of member stores. 


Crocheted Shoes Shown 


St. Louis—Hanan & Son and 
Stix, Baer & Fuller D. G. Co. are 
the first two stores in St. Louis to 
show the lisle thread crocheted 
shoes. They are being displayed in 
the following colors: red, blue and 
white. The pattern is a center 
strap, trimmed in atmosphere kid 
around the collar and sides. The 
heel heicht is 18/8. They are priced 
at $12.50. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 
4c per word. Minimum Charge 75c. 
LINES WANTED 
4c per word. Minimum Charge 75c. 
ALL OTHERS 
7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 
































SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











THE MAN WE WANT 


Must be a proven success in his present work. 





He must have ability to properly sell and merchandise a branded line of shoes 
with Exclusive features for men, women and children. 

He must be able to visualize and interpret the value of national advertising to 
the retail trade. 

He must be, not an order taker, but a business builder for the retailer, for him- 
self and for us. 


To such a man an old well-established institution, doing a large national business 
with a product of national acceptance, can offer one of the best territories in the 
country, with opportunity limited only by the ability of the individual. 


All of our sales organization have been advised of this advertisement. 


All inquiries will be kept strictly confidential. 


Address C-269, Care Boot and Shoe Recorder 
207 South St., Boston, Mass. 


















Liv 1 ted, with estab- 

SALESMEN WANTED lished trade, to carry” as = “ine al oF SALESMAN 
part of young ladies’, misses’ and chil- 

with established territories to sell - Gren'e, aevettion, ie ateatt ehes, Chtengs, WANTED 


quired. We have the following territories 


complete line ladies’ medium priced 
open : 


snappy novelties. Carried in stock. 







For Virginia, North and 





















: - ete . ; Ark Missouri “ 
Strictly commission basis. Lib California Montana South Carolina. 
eral terms. Must be a producer. Illinols (exclusive New "Mexico : Bae . 
States open, Georgia, Kentucky, of Chicago, and No. Dakota Straight commission basis. ; 
Arizona, New Mexico, Michigan ndiana Or Give full details as to experi- 

“ “ of 4 Kansas Tennessee N 
Wisconsin, North Dakota, South Kentucky Washington ence in first letter. 
Dakota a sang Virginia 

ad ro owa 
No. Michi North Ohi 

Address C-244, care Boot and Minnesota No. Wisconsin G. P. CRAFTS co. 













Shoe Recorder, 207 South Street, 


Address C-262, ¢/e Boot & Shee Recorder, 
Boston, Mass. 


207 South Street, Boston, Mass. 


Manchester, N. H. 
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SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 











REAL SALESMEN WANTED 


To cover Pennsylvania, Ohio, Michigan, Indiana, Arkansas, and Oklahoma, 
with complete line of men’s solid leather calfskin welts, to the retailers. 


Latest patterns and snappy lasts, of genuine calfskin and nine iron oak bend 
soles, that can be retailed at $5.00 and $6.00. A real selling proposition for 
live wires. Liberal commission and weekly drawing account to real “go- 
getters” only. If you are not a live wire and willing to work and “cash in” 
on this proposition, do not apply. Give full detail as to past experience and 
your present position. All applications confidential. 


Address C-256, Care Boot and Shoe Recorder 
207 South Street, Boston, Mass. 








ST. LOUIS NOVELTY McKAY SALESMEN’S EARNING UNUSUAL 


We have choice territories for strong, capable salesmen. 
Our line, quality Novelty McKays, includes latests patterns, newest lasts and wide variety 
of up-to-the-minute styles at $5 and $6 retail 

Our new, large factory, acquired at no cost, is equipped with the latest machinery. 

Our labor cost is much lower than nearby competitors. 

Result: Low manufacturing cost, low prices, liberal discounts, large commissions. 
Advances made only on orders. References and record required. Oonfidential. Address 
C-254, c/o Boot and Shoe Recorder, 1627 Locust St., St. Louis, Mo. 

















advertised extensively for the past year. 


1701 North Robey St. 


SALESMAN WANTED 


Three territories—Northern Illinois, Southern Wisconsin, and Northern Indiana. 


For the man that has been working this territory for the past two years or longer we have 
an interesting proposition to sell—KINDER-GARTEN CHILDREN’S SHOES that have been 


Write or telephone Mr. Chandler, Humboldt 0199, immediately. 
FARGO-HALLOWELL SHOE CO. 


Chicago, Ill. 











GENUINE CALF 
SKIN SHOES 


$3.50 less 5% discount. 
In Other Words—$3.32 4%4—Net. 


Stock carried on the floor for at once 
delivery. Cut from Fred Rueping’s and 
Carl E. Schmidt’s Plump, Fine Grain, 
Genuine Calf Skin, (not Veals, nor Side 
Leather), but Genuine Calf Skin, with 
9 and 10 iron Bend Soles, cut from the 
hide where the wearing fibre is the tough- 
est, tanned by American Oak, Armour 
and Mooney. Full Grain, Genuine Calf 
Skin Quarter and Tongue Lining. Our 
record for 1925 was 38 pairs of worn 
shoes returned and only 5 pairs with soles 
worn through. All snappy, young men’s 
combination lasts and patterns. Slow 
sellers are not permitted to remain in 
the line. Straight 6 per cent commission 
to salesmen with established trade. Apply 
if you have the ability to become a big 
shoe salesman. A few unfilled territories. 


COBLE SHOE COMPANY 
Humboldt, Tennessee 











SALESMEN WANTED—Real producers in 
the following territories: Washington and 
Oregon, Montana, Idaho, Ad eng Utah, Colo- 
rado, North and South Dakota, Arkansas and 
Louisiana, Illinois, Indiana, Ohio, Eastern Penn- 
sylvana Kentucky, Western Tennessee, Missis- 
sippi, lowa, Kansas, Nebraska, Missouri and 
New York. We are manufacturers of one of the 
oldest lines of work shoes, dress oxfords and 
dress shoes—a real QUALITY line; big com- 
missions paid to the right man; established terri- 
tory; only live wires need apply. Address C-263, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 





ANTED—A representative for Pennsylvania 
to sell a line of men’s fine shoes to retail 
trade on ee ones poowe, Bas S a. 
0} men’s les, rough quality. ress 
C259, care Bock and Shoe Recorder, 207 South 
St., Boston, Mass. 


ESIDENTIAL salesmen to carry manufac- 
‘ turers’ line at popular prices, high and me- 
dium sstitchdown shoes, infants’, children’s, 
misses’, ladies’ and men’s for the following ter- 
ritories. Give references. Virginia, West Vir- 
ginia, Oklahoma, Texas, Kentucky, Idaho, Mary- 
land, Washington, D. C., Arkansas, Wisconsin, 
Kansas, Missouri, Washington, New England. 
Address C-248, care Boot and Shoe Recorder, 
om Sr 239 W. 39th St., New York City, 





ALESMEN WANTED to sell side line all 

leather first steps 1/5 and_ stitchdowns 
2/11; novelty, popular-priced quality shoes, all 
in stock, 7 per cent commission. MAIZE 
SROs puranr. 420 St. Paul St., Roches- 
ter, N. Y. 





ARE you interested in an up-to-date line of 
Children’s and Misses’ Turn Shoes? Splen- 
did opportunity for high grade shoe salesman. 
References with application. Address C-243, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED—Shoe Salesman to carry our spats 
and shoe novelties as a side line. Cive 
all references in your first letter. Ideal Mfg. 
Co.. 4248 No. Crawford Ave., Chicago, IIl. 





RUBBER FOOTWEAR SALESMAN 
WANTED for northern New Hampshire. 
Must be a high grade experienced rubber foot- 
wear salesman who has covered the territory 
and is well acquainted with the trade. Ad- 
dress C-278, care Boot and Shoe Recorder; 
207 South St., Boston, Mass. 





WANTED—Live wire salesman with estab 
lished trade to represent us on a strictly 
commission hasis in Arkansas, Iowa, Kansas, 
Louisiana, Illinois, North and South Dakota. 
Line consists of fast selling women’s novelty 
McKays priced at $3.35 to $4.50. Applicants 
must be in a position to finance themselves 
and cover territory in a car. References must 
accompany application, otherwise, will not be 
considered. SHU-STILES, INC., 1330 Wash- 
ington Ave., St. Louis, Mo. 


SALESMEN WANTED —Several very desir- 
able territories open, wonderful opening for 
high grade salesman. We ca novelty shoes 
only. Address C-270, care an 
Recorder, 207 South St., Boston, Mass. 





Salesmen Wanted—For an In-Stock 
line of Nationally Advertised, 100% Good- 
year Welts for misses and children. Ex- 
perienced salesmen who have sold Welts 
only need apply for New England states. 


Apply C-276, care Boot and Shoe 
Recorder Pub. Co., 207 South St., 
Boston, Mass. 








Aggressive Salesmen 


have a real opportunity with our line of 
high grade shoes for children, to sell at 
popular prices, in the following territor- 
ies for which good men are desired: 


Kansas, 
Minnesota, 
North and South Dakota. 


Give full details and references in first 

letter. 

HELMHOLZ SHOE MFG. CO. 
Milwaukee, Wis. 








Star Salesman Wanted—Haverhil!l 
manufacturer of Women’s Novelty McKays 
to retail at $4, and having highest credit 
rating, has opening for salesman to cover 
Jobbing and Chain Store trade throughout 
the middle west. Straight commission. 
Reply, giving full particulars, to Address 


C-272, care Boot and Shoe Re- 
gpeces, 207 South St., Boston, 
Mass. 











ANTED—Wide awake salesmen with estab- 

lished trade to sell our line of Infants’, 
Children’s and Misses’ Turns and Stitchdown 
in Indiana, Illinois, Iowa, Kansas, Arkansas, 
Texas, New Mexico and California on 7 per 
cent commission basis. Give full information 
as to experience in your first letter. THE 
REHR SHOE CO., Orwigsburg, Pa. 





PPORTUNITY for a number of live wire 

salesmen to sell on a commission a 
nationally known non-competitive line of Men’s 
Slippers, Comfort and ovelties. References 
required. Territories available—Ohio, Indiana, 
Iowa, Arkansas, Louisiana, Washington, 
Montana, New York State, Oregon, Idaho, 
Colorado. Address C-275, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








HELP WANTED 





ANTED—Experienced advertising and office 

man, cne who is familiar with advertising 
high grade ladies’ shoes. Also assistant man- 
ager who is an expert salesman with pleasing 
personality. Apply in writing, giving complete 
history of past experience and salary expected. 
P. O. Box 1784, Miami, Florida. 








FOR LEASE 








Sweet Sixteen Dress Shops 
of Detroit, Mich. 
37 John R. St. 


Are enlarging 
their present quarters 
and offer for lease 
to merchants of good reputation 
the following departments: 


HOSIERY 
LINGERIE 
KNIT GOODS 











FOR LEASE—Shoe department in popular 
priced department store, Houston, Texas. 
Established firm, new fixtures and front com- 
mission or straight rental. Wonderful oppor- 
tunity. Address C-273, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
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EPARTMENT Manager or Buyer, nine 

years’ experience general shoe lines, wants 
position Chicago district. Address C-238, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 


ANUFACTURERS OF LADIES’ SHOES. 

Would a hustling salesman fit into your 
organization that has a good following among 
the better class of shoe buyers? Am now with 
1 Brooklyn turn factory for the past four years, 
but seek greater opportunity to show my 
worth. Territory—Greater New York and 
New Jersey. Would only consider reliable 
houses. Best references. Address C-271, care 
Boot and Shoe Recorder, 9th Floor, 239 West 
39th St., New York, N. Y 


OSITION WANTED—STORE MAN: AG ER 

AND SHOE BUYER availabie — men’s, 
women’s and children’s shoes. Am now em- 
ployed. Can make a change any time with 
two or three weeks notice. Can give you a 
wonderful turnover on your stock. 20 years’ 
experience. 1i6 years with one house. Can 
give you the best of references as to 
ability, honesty and faithfulness to my em 
ployer. Reason for making a change—-want 
to locate in the New England States. You 
can make arrangements to see me where I 
am now employed or personal interview. <A 
good chance for you to secure a good shoe 
man. Address C-277, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


OUNG man, 27 years old, college education, 

desires retail connection, as manager of 
shoe department. Five years on road with a 
general line. One and one-half years as owner 
own Shoe Store in town of twenty thousand. 
At present selling line women’s high grade 
novelties in six states. Know every angle, 
style situation ani how to secure turnover. 
Expect to be married next month and anxious 
to get off road. Address C-267, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














POSITION wanted as manager of men’s 
chain store by middle-aged Christian who has 
successfully managed chain shops on _Broad- 
way, New York, and Woodward Ave., Detroit. 
Can handle any pr'ce trade. Prefer the higher 
price. Can furnish best of references includ- 
ing banking. Services available at once. Ad- 
dress C-274. care Boot and Shoe Recorder, 9th 
floor, 239 West 39th St., New York, 7. 


FOR SALE 


OR SALE—15 sec. Grand Rapids mah. fin. 

No. 45 shoe shelving, used only two years 
and like new. $10. per sec. crated. RAY 
McKINNEY, Pueblo, Colo. 


OR SALF- Four ten foot shee “‘teddere in 

good running order with 150 foot of track. 
Will sell cheap. Address C-268, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 











OR SALF—Shoe store in busy section of 
Newark, N. J.. modern store stock and 
fixtures, no wonen’s shoes. Invertorvy $5 500 
to $6,000. Sacrifice for $4 000 Wonderfrl 
opportunity. Good reason for selling. Phone 
Cranford 189-} CRANFORD, N. J. 


MISCELLANEOUS 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 


Ne. 141 


Catater THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, ill. 
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FOR RENT 


Light, Commodious Office 
for One or Two Lines 


A modern office and sales:oom, handily located in center of New York City 
An unusual opportunity for one line or two competing lines. 


C-266, Care Boot and Shoe Recorder 
239 West 39th Street, 9th Floor, New York, N. Y. 


shoe business. 
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—SNAKES-— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 
LEATHER DE LUXE Co. 
47 West 34th Sz., New York 


“Largest Importers 
Vovelty Leathers” 











Milbradt 
Ladders 


made for 40 years 
by the origina) in- 
ventors. 

Made in all styles 
to suit any shelving 
condition, 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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BUCKLES. NOVELTY MATERIALS 
BROCADES 


For the most 
Exclusive 
Custom 


“AIGLON” 
Shoe Trees 
Patented 


Genuine 
Lizard 


GOLD aua -:LVER KID seeee 
renewed by Co? SHOE CR 


50c. a jar 
{PRILK—iMPORTER 
“1 weet 50th St. - New York 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 


Send for Catalog and Price: 











s0%. 


cShoe Carton 


‘Gabels 


BOO BOO BOO-IO% B04 90% 90% 90% 90% 904.904.904.000. Ord ok ee 























CSTABLISHIO 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Cow 
s of RTOS rm 
263-271 LEXINGTON AVE , BRODKLYN, NY. 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 
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po 
Square Rigged Shoes 


The Harney Shoe Co. of 
Lynn has some “Square 
Rigged” shoes. That is, they 
have square toes, and square 
heels, the heels on some being 
22/8 high. A square bow is 
added, if the customer desires. 

These square fellows are 
made mostly of patent leather, 
and some of tan kid. 
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Coe to Go with Corcoran 


BrocKToN—Charles D. Coe, on 
August 1, will become associated 
with the Joseph F. Corcoran Shoe 
Company in the capacity of style 
manager. At present he occcupies a 
similar position with the W. L. 
Douglas Shoe Company. The new 
position will necessitate considerable 
traveling, not only to keep in close 
touch with changing style conditions, 
but also to sell the wholesale and 
large chain store operators through- 
out the country. 

Previous to his Douglas connec- 
tion, Mr. Coe was associated with 
the W. H. McElwain Co. in a capacity 
similar to that which he will fill in 
his new position. He has also had 
many years of wide experience as 
a factory man with several of the 
large shoe organizations. 


London Company to Open 
New Store 


New YorkK.— The London Shoe 
Company, which already conducts 
several men’s stores in New York, is 
to open another store on Seventh 
Avenue in the near future. The new 
store is to be located at 470 Seventh 
Avenue, between Thirty-fifth and 
Thirty-sixth Streets. Alterations are 
now being made in the store room, 
which will be fitted up in the usual 
high-grade manner adopted by the 
London company. 


Snyders Open N. Y. Store 


New YorK.—H. S. & M. W. 
Snyder have now opened a New 
York store at 90 Gold Street. They 
will carry a complete line of fancy 
leathers, smooth leathers, plain and 
embossed. Metl-Tone, which has 
been one of their ready sellers, will 
also be carried in stock. 

This is just another step in their 
desire to satisfy the requirements 
of the trade. 

I. Harris will be in charge of this 
office. 


Shoe Workers’ Wages Rise 


ALBANY, N. Y.—The slight shad- 
ing off in employment in June was 
accompanied by a small gain in pay- 
rolls. The average earnings for all 
industries combined went up _ to 
$28.99 a week, a gain of thirty cents 
over May and of $1.00 over June, 
1925. Earnings are remaining close 
to the high level set last winter. 

The most striking gain in earn- 
ings, accompanying greatly increased 
employment as well, was in the shoe 
factories. The settlement of the 
New York City strike was of the 
greatest importance in bringing 
about the $3.00 rise in earnings, but 
large payroll gains in Binghamton, 
where earnings had been especially 
low in May, were also influential. 
Shoe workers in the State as a whole 
were earning $25.99 in June, sixty 
cents under a year ago. 


Pierce to Move to Boston 


BosTon.—Earle H. Pierce, for 
some time past in charge of sales 
for A. C. Lawrence Leather Com- 
pany at St. Louis, will shortly move 
to Boston to take a position in the 
calfskin department of his firm. 

He will be responsible for the de- 
velopment of the selling of the line 
of men’s fine calf leather to be pro- 
duced at the Middleville, N. Y., 
tannery, recently bought by the 
Lawrence company. Norman L. 
Gerrish, already well known in the 
St. Louis trade, will take Mr. 
Pierce’s former place. 


Reception for Davidowitz 


New YorRK.—A reception in the 
offices of the Diamond Shoe Company 
was held last week to celebrate the 
return of David Davidowitz, presi- 
dent of the company, from a seven 
months’ pleasure tour of Europe. 
Mr. Davidowitz was met by a dele- 
gation from the Diamond headquar- 
ters when he arrived on the Levia- 
than and was escorted to the com- 
pany’s offices for the reception. The 
ottices were tastefully decorated for 
the affair. 


August G. Steding Dead 


CINCINNATI.—August G. Steding, 
who for twenty years was in charge 
of employees at the Julian and Ko- 
kenge plant, died at his home in 
Evanston on July 24. He was sixty 
years of age and leaves his widow, a 
daughter and a son. 


RECORDER 








MISCELLANEOUS 





100- YEARS - OF - MANUFACTURING - EXPERIENCF 
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Some H-W Chairs 
are in keeping with 
the most luxurious 
shoe store appoint- 
ments. The con- 
sulting service of 
our experts is free. 


"Heyuccd Walgheld. 


Les Angeles, 7. 
New York, N. 


Baltimore, Maryland 

Boston 45, Mass. 

Buffalo, N. Y. Philadelphia, re 

Chicago, Ulinois Portland. Oregon 

Kansas City, Mo. San Francisco, Cal. 
St. Louis, Missouri 








WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks.- We also buv 
your surplus or slow sellers. Quantities 
no object. Retail or wholesale. Short 
term leases taken off your hands. 
Wire or phone us. Correspondence 
confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0352 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 














Sell Us Your Left Over 


New York Export Purcnuasine Corp: 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








CASH PAID 


for entire shoe stocks or surplus stocks 

of shoes or other merchandise. 

Prompt attention given. 

KIRSCH-BLACHER CoO., Inc. 

@22-624 Broadway, New York, N. Y. 
Phone Spring 1443 


quantity. 
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Specialists in 


Ss illus- 
Sent Children’s 


trated Price 








List. Shoes for 20 


years. 
Terms 5/10— 
Net 30 


IN-STOCK 


Steck No. 1582—Tan Blucher Moccasin. 
Leather counter—Rubber Heel—Leather Soles. In 
cases of 36 pairs—5%-8 (spr. heel) $0.90; 8%-11 
(rub. heel) $1.10; 11%-2 (rub. heel) $1.30. (In less 
than case lots, add 10c. per pair.) 


DR. KELLOGG SHOE CO., LYNN, MASS. 


587 Washington Street 
(Salesmen: Certain choice territories are open) 


Unlined. 





Sensational Values 
in Men’s Nailed Work Shoes 


Dry Welt WreeUskide” Sport Sole 


Packed 12 pairs to a case, in following sizes: 
6—10; 6—11; 7—9; 7—10; 7—11. 


6—9; 


For immediate shipment 


$2.00 Net 


F.O.B. Boston 


J. A. KEMLER 


“Always underpriced” 


108 Lincoln St., Boston 














APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles 
of growing children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 


use. 
Make your stock of 

sas eins Seu 

ple y sending your 

VENTILATIONS 
aunnve> vrder today. 

Phone Brockton 2133 

for immediate action. 


BURKLEY 
SHOE Co. 
1156 No. Main Street 
Brockton, Mass. 


‘from $5,000 
* to $15,000 








Shoe Men 
Ideally Quali- 
fied for This 
Pleasant, Prof- 
itable, Digni- 
fied Profession 


No profession has attracted shoe men and women more than has 
Chiropody. Coming in daily contact with foot afflictions and dis- 
turbances they have been quick to realize the great possibilities of 
Chiropody. Today many of the world’s leading Chiropodists 
are former shoe men and women. They have followed up 
their valuable experience at the fitting stool with an aca- 
demic and clinical training and the result is that today 
they are earning from $5,000 to $15,000 a year. 


Chiropody a Coming Profession 

Often Chiropodists are leaders in the professional life of the commu- 
nity and highly respected by their medical colleagues. ‘‘I am aston- 
ished,” said a leading public health official at a Chiropody con- 
vention when he learned of the schooling a Chiropodist has before 
he begins to practice and the work he embraces after graduation. 
Many physicians today turn their foot cases over to Chiropodists. 

The world today needs Chiropodists. The opportunities are un- 
limited. In the United States there are about 162.000 physicians, 
about 82,000 dentists but only about 5,000 Chiropodists! A 
virgin field for young men and women! 


World’s Leading School 


To the prospective practitioner the choice of a school is hignly im- 
portant. He wants a school that has graduated successful chiropo- 
dists, one that offers the most thorough courses, the best actual 
operating opportunities, surroundings that are congenial. 

All of these things and more he will find at Illinois College of 
Chiropody. This school is the largest and best equipped in the 
world teaching this subject. It is now in its fourteenth successful 

year and occupies an entire four story building. Instructions are 
oder a splendid faculty, headed by John G. O’Malley, M. D., 
esident, of well known physicians, chiropodists, surgeons, chem- 
sts, orthopedists and x-ray experts. 


Largest Foot Clinic in America 

At Illinois the student receives actual, practical training in the 
most remarkable foot clinic in the world. Over 16,000 foot cases are 
treated annually. Here he comes in contact with every known foot 
condition, the treatment of which he can observe and study. 

Ifyouseeka highly profitable, dignified professionalcareer, 
one inwhichyoucan make excellent fees in avery short time, 
Chiropody is the profession for you and Illinois is the school 


for you. ‘ 
Write for New Catalogue 


Write for illustrated catalogue giving information relative to 
courses, which are both day and evening, equipment, facilities, en- 
trance requirements, methods of earning money while studying, etc. 


sccscccssecccees Vf gi] This Coupon TO day ssrrsseseeeeeees 
ILLINOIS COLLEGE ef CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: — Please send me postage prepaid, latest catalogue 
and complete information relative to Chiropody and your school. 





Street and Number 








City... 


Mlinois Class Dissecting Foot and Leg 
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Visible Evidence/. 


Over 8Q000 Pairs Sold~.\s.000. 
Rogers Bros, Polents &Salins | | 709004 


ONCE again in the unprecedented sales of 
these’ new, perfect fitting, finer 
quality Rogers Brothers shoes we are wit- 
nessing the alert merchants turning to the 
assured and unmistakably superior shoes a 
which Rogers Brothers has always a Terms: 2% 
provided. s 10, Net 30, 
; F. O. B. 
; Boston 





oO <x 
© 
RET M wat Ee f hdl 


IN THIS CASE, yee Rogers Broth- 


s finds itself almost 
the only occupant of Pes own fine shoe field 
—and the old Rogers Brothers clientele is 
being so enormously augmented by new 
accessions that the careful, painstaking 
capacities of the factories under its con- 
trol are being taxed to the utmost. 


ROGERS BROTHERS ‘be <o# 


ou less 

and turn out to be not only the an satis- 

No. 6488—Graceful Patent strap of outstanding factory but the least expensive, authentic 
simplicity and beauty. Alert merchants are style and better quality shoes you can sell 


a this style; it sells itself at maximum to your best customers at full profit. 


Patent Leather, 18/8 spool 

heel. A to C widths. ) 3 75 

N 6494— e ° 
specl heal. Ate C cidiha” ; —Ready to express or freight 
No. 6489— m 

— ee 3 65 —Send your order NOW 

No. 6495—Satin strap, ‘ ® 

Cuban heel. 


No. 6401—-A new D’Orsay in the front line in 
fashion’s march on to the simple mode. 


Patent Leather of superior 


quality, medium toe, 18/8 
spool heel. A to C widths. 3 60 
ah, No. 6400—Black Satin of ex- * 
25c less cellent grade, 18/8 spool heel. 
a pair on A to C widths. 


36 pair : No. \epetactenass with Cuban 3 50 
orders of i fe. 6403—Satin with Cuban + 


each number 


59 Lincoln Street, Boston, Mass. 
135 Bush Street, San Francisco 


Manufacturers and 
Distributors 
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OF, SE EVES 


In This Issue 


“Correlating the Hosiery with Shoes and 
Costumes,” on page 115. 
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About 22,029,212 children e 
throughout the United ~— 
States will be pulling on sg 
stockings in answer to the 

school bells. The many 
thousands who will be for- 
tunate enough to wear 
IRON CLAD No. 17 can 
join the roughest games 
without fear of a scolding 
because of worn or torn 
hose. IRON CLAD No. 17 
carry a very liberal Markup 
and are always to be had for 


IMMEDIATE DELIVERY 
No. 17 is a combed peeler 
lisle with fine ribbed leg, 
TRIPLE KNEE and DOU- 
BLE SOLE. Come in Black, 
Cordovan Brown, Russian 
Tan and Beige, packed % 
dozen of a size to a box. 
Sizes 6 to 11%. 


$3.85 per dozen 


Ask to have a sampi> % dozen 
sent you for comparison by re- 
turn mail. 























Cooper Wells & 













Company 
250 Broad St. 
St. Joseph Mich. 
‘Mills at St. Joseph, Mich. and 
Albany, Ala. 
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The scientific invisible rein- 
forcement of Bi-Spinning 
has eliminated the neglected 
area from all Trufab socks. 



















One of the Fall season’s 
most attractive and salable 
numbers is this Bi-Spun 
Wool and Rayon, 










Bi-S pinning has created a dis- 
tinctly new type of hosiery—and 
merchants, who know good mer- 
chandise when they see it, have 
been the first to adopt Trufab 
Bi-Spun socks for their personal 
use. 


For the invisible all-over rein- 
forcementwhich Bi-Spinning brings 
to this line of smart, masterly- 
styled hosiery is an asset appreci- 
ated by every true judge of mer- 
chandise. 


The public enthusiasm for Bi- 
Spun half hose has swept them into 
quick prominence. Merchants 
everywhere are reporting a sus- 
tained demand. Men come in and 
look over the variety of 
patterns and colors—and 


buy, because the Trufab 


The Kind of Hosiery You’d Pick from Stock 
.. for Your Own Personal Use 


style is right. And after that the 
amazing long wear, due to Bi-Spin- 
ning’s invisible re-inforcement, 


brings them back. 


The unique Trufab distributing 
plan makes it possible for you to 
keep your stock fresh and up-to- 
date with a minimum investment. 
Quick fill-in is a feature—and we'll 
be glad to explain the plan by which 
it is accomplished. 


Color-fast, guaranteed, styled in 
unusual patterns and colors— 
Trufab Bi-Spun half hose for men 
are the highest value you have ever 


put on your a B5C to SI 


at prices from 
“ 
Crimmax Hosiery MILLs 


Founded 1902 ATHENS, GEORGIA 


New York Office: 366 Broadway 


Jrusab 


HOSIERY FOR MEN 


BI-SPUN 
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Hosiery 


for men, women and children 


Underwear 


Spring needle knit and athletic 
style—for men and boys only 


© A. A. Co, 





“*A very successful sale, in spite of 
bad weather,’’ is the experience 
of Clarke & Company, Peoria, III. 
This attractive window was a big 
part of their Tie-up Sale. 





Hundreds have increased 
children’s hosiery sales this way 
Read what merchants say of this Special Tie-up Deal 








**School-Day Tie-up sold 40 dozens of lot fi | ‘*The special display stimulated our entire 
415 in three days.”” hosiery business and made people familiar 
C. N. Vickary Co., Canton, O. SPECIAL OFFER with the name Allen-A Hosiery.”’ 


“The sale went over ‘big.” Have no con- The Allen-A Tie-up Deal on Chil- C. Aabel & Sons, Minden, Neb. 


pent means bapa ny, Senet nge ong dren's Hose comes School-Day Week, “The success of the No. 3 tie-up deal has 
gain. . L. Rose, Maysville, Mo. September 4th helped greatly to develop my children’s 
“T think the idea is a good one. Results ie : hosiery trade. Until this deal my children’s 

successful here for a small town.”’ Two special styles at leader prices trade was very small.’’ 
Lou Mintz, Morristown, N. J. are featured in this plan and backed Garfield Seweater Store, Milwaukee, Wis. 


by a two-color full page announce- 


“ ’ a ee al N 
ment in The Saturday Evening Post, In regard to the special tie-up deal No. 3 


**The results were very satisfactory, as 
in school-day hosiery, we were very much 


our sales on hosiery during the time were 


much more than expected. We think such September 4th. pleased with its results as our hosiery sales 
plans very beneficial.”’ For your Children’s Hosiery Sale increased to a marked degree.”’ 

H. D. Stoddard & Son, Perry, Mich, this week we offer a complete sell- H. Philipson, Doldgeville, Ill. 
**Tie-up No. 3 is doing good. It is sell- ing plan including an actual photo- ‘*We believe Deal No. 3 has proven one 
ing more hose every day. graph of a tested window trim. of the best advertising stunts ever used, and 


C. H. Banta & Sons, Comanche, Okla. that it will make our steady volume of sales 


dai , é Every merchant who carries Allen-A on Allen-A Hosiery keep growing. We 
We are well pleased with results we re- Children’s Hose will want this plan thank you very much for No. 3."° 


‘eived through the tie-up deal. We figure sae te “ty : 
pong ila least ie 15 dozen a ae and these two styles. Read what others Crawford Frame Dry Gds. Co. 
stockings than we would have without say. Then write today for a rush West Union, O. 


this.”” Bach-Dishmaker Co., Algoma, Wis. order of the featured leader styles 


oe ‘ e eoeee f 
—and your tested Tie-up plan and We had » very nice business on hosiery 


**We ran newspaper ads to correspond during wee’ of Aug. 24th to 29th. Very 














with your Saturday Evening Post ads, and window trim. Address your rush satisfactory business. The campaign is a 
it worked out very nicely.”’ order, Attention of A. J. Palica. great boom for the retailer.”” 
Welsh @ Levy Clo. Co., Baton Rouge, La. } M. L. Morris, New Castle, Ky. 








THE ALLEN-A COMPANY, KENOSHA, WIS. 
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! | Our Door is Open and easy to Find! 


W. hope you will look it up on your Fall trip to New York, 


and visit. our new salesrooms at II West 19th Street. 


=F em FS 


To every store executive and buyer who is interested in 
any way in hosiery or underwear we extend a cordial in- 
, vitation. Come to the new Brown-Durrell showroom 
while you are in New York this fall and see for yourself: 


The authentic new colors in hosiery—colors 
selected after the most careful study of fashion 
tendencies both here and abroad. 


The distinctive Gordon V Line hosiery—the 
V only hose on the market having the symmetrical 
double pointed heel. 


The beautiful line of Gordon Shadow clocks 
whose unusual effect is given by delicate em- 
broidery on the underside of the silk. 


The full line of 100% pure dye Gordon silk 
underwear—vest, bloomers, French panties, com- 
binations, gowns in various weights and shades. 


And for the interest of our fall guests we have arranged 
a style display which will illustrate with actual merchan- 
dise the correct style combinations in hosiery, shoes and 


costumes for every sort of occasion. 


The BROWN-DURRELL COMPANY 


11 WEST 19TH STREET - NEW YORK 


«Makers and distributors of 


fordon Forest cMills ordow 


UNDE RWBAR HOSIERY 
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Illustration from “‘Onyx’’ advertisement in July issue oe ie 


No Wonder They Were Dance Called Limbs! 


6BAK in those dark ages of feminine style when But the woman of TODAY has “Onyx Pointex’”’. 


the word leg was applied only to chairs and “‘Pointex”’ not only CLOTHES theankle. It ADORNS 
horses, a woman couldn’t lift her gown above the it. Women who buy “Pointex’”’ not only buy hosiery. 
instep without the neighbors lifting their eyebrows. They buy trimness and grace of ankle. 

And you couldn’t Tiaane the neighbors either. And therein lies the reason for the enormous demand 
Ankles are ankles, of course, but the hosiery of that“Onyx” dealers everywhere are being called upon 
that day made them look like almost anything to fill. Therein lies the reason, too, why YOU should 
else. No wonder legs were called limbs! stock, display and TALK “Pointex” to your customers. 


“ONYX” HOSIERY Inc. Manufacturers 
1107 Broadway, New York 
Chicago Philadelphia Boston Buffalo San Francisco Los Angeles 
“Onyx Pointex’’ is made in all the standard colors 

No. 155—“‘Onyx Pointex”’ medium weight, No. 265—“‘Onyx Pointex”’ service veight, 

with lisletopandsole . . . $12.50 silk from sole to welt. 

No. 355—“‘Onyx Pointex Sheresilk”, wit ye nga oT Pointex § Sheresitk 

lisle top and lisle-lined sole . . $15.0 Ne On Weight, all silk . . $19. 

o. 350— ‘Onyx Pointex”’ service bw 

No. 255—“‘Onyx Pointex”’ service nasa a very durable all silk stocking . $21.00 
with lisle top and sole . . . . $15.50 No. 650—‘“‘Onyx Pointex Sheresilk’’, extra 
No. 365 —‘“‘Onyx Pointex Sheresilk’’, all fine _gauee, we: ieee pure silk 
silk from lisle-lined sole to welt . $15.50 stocking . . - . $30.00 


“Onyx” ® Hosiery 


” Pointex” 


REG. U.S. PAT. OFF 
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Big 


block in the hosiery situation a bit more difficult than it has been. 


Hosiery Merchants 


First and foremost, it is pretty well 


Fall Season Ahead for 


both in costume and shoes will be by 
all odds the predominating fall color. 


T HERE is but one stumbling matching or harmonizing of hosiery established at this time that black, 


at present. Were it not for the 


question of color, the 
entire trade, from 
manufacturers down 
to retailers could go 
ahead full speed. 
While the color situa- 
tion is clarifying, it 
still holds a certain 
amount of the mys- 
terious unknown, 
sufficient to cause a 
little hesitation, a 
little waiting until 
some of the moot 
points are cleared up. 
The little uncertainty 
in color, however, is 
not of major import- 
ance, and should not 
prevent any retailer 
from anticipating his 
fall needs to any great 
extent. Even if the 
question of color were 
absolutely settled, it 
is not likely that re- 
tail merchants in gen- 
eral would be willing 
to place their fall 
orders at present. The 
wholesale hosiery 
business isn’t being 
done that way any- 
more, and few manu- 
facturers or large 
selling agents expect 
full season orders to 
be placed in advance. 

The color situation 
this year has been 
made complex by the 
shifting of the gar- 
ment trade to colors 
that will make the 


Embroidered medallions in self color serve to distinguish these beau- 

tiful beige lisle sports hose. Worn, as they are here, with unique 

sports shoes of a harmonizing shade, they present an appearance of 

ultra smartness dear to the hearts of women who go in for chic 
sports wear. Courtesy the Krueger Tobin Co. 


Next to that comes 
blue, and then the 
new reds, greens and 
other shades which 
will have their places 
in the general scheme. 
A fuller treatment of 
the color situation will 
be found in a separate 
article in this issue. 
The big point in 
considering black is 
this—despite the pre- 
dominance of black 
as a costume and 
shoe color, black ho- 
siery will not be 
worn to any greater 
extent than is usual 
in the fall and win- 
ter. Women do not 
want a complete black 
costume. As a matter 
of fact the relief that 
will be afforded by 
light colored hose is 
one of the points in 
making a black cos- 
tume season possible. 
Too much black gives 
the appearance of 
mourning, but with 
hosiery forming close 
on to a third of the 
visible costume, wo- 
men are not afraid of 
wearing a black dress 
or coat when relief 
can be had in hosiery. 
With that much 
established, the next 
step to consider is 
what shades of light 
hosiery will be chosen. 
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A. G. Potvin, merchandise manager of the New Bedford Dry Goods Co., New Bedford, 
Mass., tells us this created a great amount of interest and helped sell a large quantity 
of full fashioned silk hose at the attractive price of $1.39 








Here the merchant can let his own 
judgment do its work. If he can put 
over the idea that has gained vogue 
in France, that of matching the 
hosiery to the complexion, he has 
made progress. It will take only a 
few of the nude shades to build up 
a stock that will satisfy almost any 
woman customer. 

The way some of the big stores of 
the country have sized up the situa- 
tion may be helpful to the individual 
shoe merchant in planning his fall 
hosiery purchases. Among the large 
resident buying offices, through 
whom rather plentiful orders for de- 
livery through September already 
have been placed, French nude, nude, 
grain, beige, Piping Rock, moonlight, 
mauve taupe and gun metal seem to 
comprise the hosiery list. In the 
main, colors ordered are a bit darker 
than they have been for the spring 
and summer. The beige tones shade 
a bit more to the gray cast. No one 
set rule can be given for guidance 
on the so-called nude shades. It is 
better, however, for the merchant to 
err on the side of concentrating on 
too few shades rather than on too 
many. 


N the other colors, it will be al- 

most impossible to obtain an exact 
match between hosiery and costume. 
Harmony is the best policy and har- 
mony may be extended to a sharp 
contrast, if necessary. In fact, with 
some of the colors, contrast is the 
best that can be done. However, if 
a sufficient call crops up later in the 
season for any one individual color, 
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the manufacturers will be able to 
supply it. The color range put out 
by most of the leading producers for 
the fall season is the largest on 
record. 


SURVEY of the orders placed 

through resident buyers points 
to a few other pertinent facts. 
Among them is the strong swing to- 
ward better class hose. Except for 
basement selling in department 
stores, retail prices between $1.50 
and $2.25 form the bulk of trading at 
present. Few retailers are finding it 
worth while to handle a hose cheaper 
than a $1.50 retailer. Seamless hose, 
which have been failing in popu- 
larity for some time are showing a 
little more activity, but they are not 
cutting into the full fashioned busi- 
ness. Rather they are going to that 
trade that formerly bought cotton 
hose. The fact that seamless goods 
are now being made in all silk or 
silk to the welt, has helped put them 
over with the cheap trade, which 
demands style as strongly as does the 
better class trade. 

While a considerable quantity of 
all silk hosiery is being taken, there 
is a natural shift toward the silk to 
the welt type in service weight goods, 
which will sell better this fall than 
they have been selling in the summer. 
It is a peculiar quirk in things that 
service weight hose are now selling 
better than ever before. This does 
not mean that service weights have 
been cutting into the chiffons, but 
that the service weight ranks have 
been recruited from the former 


wearers of non-silk and seamless silk 
hosiery. 

Orders for September and Octo- 
ber, however, are running more 
strongly to the service weights, as 
is natural in the swing to the fall 
season. All silk in service weights 
is not as important as in chiffons and 
the 24 inch silk boot hose is the type 
most merchants have decided upon 
for bulk selling. With the trend to 
slightly darker tones in the nude 
range, service weights naturally 
would come in for more considera- 
tion. 


Plans Laid for Next Year’s 
Hosiery Show 


Fired by the success of the First 
Hosiery and Underwear Exposition, 
staged in the Hotel McAlpin, New 
York, in June, and profiting by the 
few mistakes nfade in that exposi- 
tion, chiefly those of location and 
layout of the booths, plans are being 
made for another show next year on 
a much more extensive scale, accord- 
ing to Charles Wendell, who staged 
this year’s show. 

The 1927 exposition will be held 
during the week of July 11, the date 
being put one month later than this 
year’s show in the belief that July 
offers a more propitious time for 
buyers to visit the market. The 
main ballroom and adjoining rooms 
have been engaged for the 1927 
show, and a style revue on a runway 
at stated intervals will replace the 
various style shows staged in in- 
dividual booths this year. 
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Correlating the Hosiery With 


Shoes and Costumes 


Stockings Must Fit into the Ensemble Color Scheme 
By Merle Higley, Stylist, Brown Durrell Co. 


OR the first time in history 
| ie spring openings of the 

best French couturiers 
showed their mannequins in com- 
plete ensembles, with shoes designed 
for each costume. Heretofore the 
mannequins have worn the ubiquit- 
ous pink satin slipper, with utter 
disregard for the type or color of 
costume they were showing; sport, 
street, afternoon or evening. In 
many instances this has undoubt- 
edly spoiled the effect of the cos- 
tume by failing to show it in 
combination with the correct 
shoe for the occasion. Yet for 
years the smart French woman 
has chosen her gowns first, then 
ordered her shoes made for each 
of her costumes and finally se- 
lected her hosiery in relation to 
her shoes, and of course, each 
costume. This accounts for the 
fact that many of the smartest 
new shades of French stockings 
are brought out by famous shoe- 
makers like Hellstern. 

A new stocking shade origi- 
nated by him this spring for 
wear with antelope colored shoes 
was instantly accepted by the 
most exclusive Frenchwoman, 
and promises to be the most dis- 
tinctive shade for street wear 
this fall. It is a gray-beige tone 
of warmth and unusually blend- 
ing quality with the most impor- 
tant suit and dress shades which 
American women will wear. 

Black, always a staple color 
leading in volume of sales to the 
garment industries, is, this fall, 
with navy blue, the smartest 
choice of the carefully dressed 
woman of fashion for street 
wear. Black also continues to be 
smart for dinner and evening 
wear. Next to these two colors 
in style importance for street 
wear, is gray, with a beige tone 
for which even greater promi- 
nence is predicted by early win- 


Beige, the shade universally 


worn by smart Frenchwomen, is 


fourth in order of use by the de- 
signer and manufacturer of ready- 
to-wear garments. In’ materials 
sold for coats and suits, ruby and 
wine reds are fifth, with a dark, 
soft shade of brown sixth, and a 
deep blue-green seventh. 

What does the prominence of 
these colors mean to the shoe and 
hosiery buyers? It means that 


Black is a fashionable color for fall in 
Paris, and with black the various types of 
nude hosiery to match the complexion will 
ter be worn. Notice the glistening silk nude 

" hosiery worn with this black crépe satin 
frock designed by Lelong. 


the fringe is repeated in the hosiery 


The sheen of 


these are the colors which the aver- 
age American woman will find in 
coats, suits and dresses, in ready- 
to-wear departments all over the 
country, from which she will choose 
her fall wardrobe. Having made 
her choice of street clothes, she will 
then purchase her shoes and her 
new hosiery shades. Black, navy, 
gray, and green street costumes, 
definitely require black shoes as 
accessories. With black, blue, 
or green coats or suits, nude 
shades of hosiery that match the 
complexion of the wearer are al- 
ways correct. The more conser- 
vative and perhaps equally dis- 
tinctive woman choose one of the 
new gray-beige stocking shades, 
like “Cloud,” to wear with her 
street costume, and reserves her 
nude shades for more formal 
afternoon wear. 

Some gray shoes in kid or 
patent in a medium-dark shade, 
with beige tone, will undoubtedly 
be worn by the ultra smart 
woman, with costumes and hose 
in the new gray-beige shades, so 
flattering in their warmth and 
elegance. Gray shoes in the same 
shade are equally smart with cos- 
tumes in ruby and some wine 
shades of red, and also the deep 
greens, which are appearing. At- 
mosphere is the only nude hosiery 
shade that is correct with gray 
shoes. Light gray shoes belong 
to the spring season only, and 
have no style use with any of the 
smart fall shades for street and 
afternoon wear. 

Tans and browns for street and 
also for afternoon wear do not 
occupy the foremost style posi- 
tion that they have had some 
other seasons, but the subtle soft- 
ness of the new shades makes 
them appeal strongly to the dis- 
tinctive woman whose type can 
wear browns. Black shoes are 
never correct with tan or brown 
clothes for any occasion. Shades 
of nude colored hose varying 
with the complexion of the 
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wearer, or the new fall colors, 
Muscade and Alisand, are the 
correct hosiery shades to wear 
with tan and brown shoes. Two 
gray shades of hose, Cloud and 
Mauve Taupe, will also harmon- 
ize with some of the darker 
brown shades in shoes, such as 
walnut, Hempstead Brown, or 
Mauvette. 


UBY and wine colored street 
costumes offer a choice in 
shoes. Black shoes are always 
correct with these colors. Very 
dark shades of brown in kid, 
patent, and suede, are equally 
smart for street wear. “Muscade” 
is an excellent harmonizing hosi- 
ery shade to combine with dark 
brown shoes and costumes in this 
color group. “Cloud” is correct 
with customes in these colors with 
either black or dark brown shoes. 
Tan and brown predominate, 
as usual, in sport costumes. Calf, 
Alligator, and suede shoes in 
brown and tan are staple styles 
for sport wear. With them should 
be worn medium weight silk 
stockings, or wool, or silk and 
wool, in plain colors. Wool hose 
with patterns, small or large, is 
only correct for the active sports- 
woman. 
Satin slippers belong with 
silk dresses and formal affairs 
of the afternoon and evening. 
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for evening wear. The increasing 
variety of colors in evening shoes, 
ranging from gold, silver, and 
bright red, to pastel shades of 
turquoise, blue, green, and shell 
pink, require most careful choice 
of evening stockings in order to 
achieve that well groomed ap- 
pearance so indispensable to 
formal wear. 

The general trend of fall colors. 
for street, afternoon and evening 
wear, is toward subtler, brighter, 
and more unusual shades than 
for many previous seasons. Much 
more careful selection of shoes 
and hosiery is necessary in order 
to give women customers the ser- 
vice they demand in assembling 
their smart fall wardrobes. 


Makers Approve Plan to 
Mark Imperfects on 
the Feet 


The National Beter Business 
Bureau, according to reliable in- 
formation, shortly will publish a 
list of the leading manufacturers 
of silk hosiery who have agreed 
to plainly designate imperfect 
hosiery on the foot of each stock- 
ing that is imperfect. This move- 
ment has been gaining force in 
recent months, and already more 
than 75 per cent of the industry, 
based on volume of production, 


Almost any of the nude shades in hosiery 
may be worn with this charming semi- 
fitted coat, of natural Kasha, designed by 
Jenny, of Paris. The shortness of both 
dresses and coats for the fall, 1926, season, 
indicated in the latest imports from Paris, 


Pale beige colored slippers in 
satin, Paris says, are smart for 
the most formal afternoon oc- 
casions, with nude colored stock- 


has. agreed to this method of 

marking imperfects or seconds. 
From reports received from the 

bureau’s branches in 44 other 


ings. Elegantly designed kid 
shoes with iridescent or satin 
colorings, are distinctive comple- 
ments to afternoon gowns with 
their brighter jewel-like shades of 
reds, greens, blues, and copper. 
Black patent is always a correct 
choice for afternoon wear with 
black, red, green, and blue colored 
gowns. Iridescent colored trims 
harmonize black shoes with these 
shades for afternoon wear. Pastel- 
nude hosiery shades should be worn 
with these shoes or iridescent kid 
or trim. 

With dark brown, and the few 
shades of tan shoes in suede, kid, 
or satin, which are smart for after- 
noon wear with gowns in the copper 
and new wallflower shades, either 
nude hose to match the complexion 
should be worn, or the new shades 
of Dorado, Alesand, or Muscade. 

Late summer at Southampton is 
forecasting fall evening modes 
with satin slippers in brightly con- 
trasting colors. Coral, green, red, 
and turquoise slippers are being 
worn with black or white evening 
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presages a continued demand for hosiery of 


silk, at least to the knee line 


gowns. A few opalescent or metallic 
colored slippers are also seen in 
effective contrast with black dinner 
dresses. For more formal evening 
wear, satin slippers dyed to match 
are the choice of the conservative 
woman, while slippers dyed to con- 
trast with her gown will distinguish 
the ultra smart woman. Bright 
colored heels on white or black 
slippers will also be used to give a 
gleam of sophistication to the cos- 
tume. 


HE latest Paris reports note the 

use of much metal in all winter 
dress fabrics, especially gcld. Ac- 
cordingly gold and silver will be 
more used for shoes than any other 
color, brocade and laquer kid being 
the most likely fabrics. Stockings 
in nude shades with pastel tints of 


mauve, green, rose, blue, that har-. 


monize the gown, skin, and shoe 
of the wearer, are still the smartest 
and most correct stocking shades 


cities throughout the country the 

majority of retailers also seem to 
be in agreement with the plan to 
mark imperfects on the foot. 


Hand Painted Hosiery 


The craze for hand-painted dec- 
orations, which started with hand- 
kerchiefs and then was extended to 


dresses and undergarments, has 
seeped into the hosiery trade. Sev- 
eral of the leading fashion shops 
throughout the country have been 
doing a good, but necessarily small, 
business on hand-painted stockings. 
Various designs are used, and the 
painting is usually done at the or- 
der of the store by an artist. The 
paints are waterproof and stand up 
fairly well if the stockings are care- 
fully washed. Hand-painted hose 


have been selling freely, for a nov- 
elty of this kind, at about $3 a pair. 


Figures of humans, animals and 
flowers are the most used designs. 
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HOSIERY SECTION 


Fancy, Plain or Both in Men’s Hose? 


Wild Patterns Still Good in Cheaper Lines—Clocks 
Running Strong in Higher Grades 


HE war between plain and 
fancy half hose is still on. 
There is such a diversity of 
opinion in the trade that it is diffi- 
cult to find an expression that will 
cover the situation in a 
few words. The trend in * 
men’s hosiery as_ estab- 
lished in retail experience 
and wholesale buying for 
the fall season seems to 
be toward a maintenance 
of the vogue for fancies 
in the cheaper lines, and 
toward plain hosiery in 
the higher price brackets. 
The much heralded and 
much discussed call for 
’ clocked hosiery is actually 
here. Stores catering to 
the high class trade have 
found, during June and 
July a real demand for 
plain hiosiery, in silk or 
in fine lisle, with embroid- 
ered clocks. Along with 
it there has been a demand 
for perfectly plain fine 
hose as well. This has 
been interpreted in fall 
orders calling for plain 
and clocked silk, silk and 
wool and fine lisle hosiery. 
This applies to orders for 


hosiery to sell at $1 and more a 
pair, retail. In the cheaper lines 
fancy patterns, principally checks 
and stripes, are still good and will 
continue to sell well all winter in 


Heather patterns suggesting Scotland and du- 
rability, unusually pliable foundations much 


appreciate 


d by men in the sports field, a 


sturdy, fine, cool fabric, so much desired by 
golf players, are a few of the attractive fea- 
tures of these English sports hose presented 


Here is a popular 
priced half hose 
that is sure to 
move rapidly. It 
is of lisle and 
rayon and the 
pattern and col- 
orings are wun- 
usually  attrac- 
tive. From the 

i Hosiery 

Co. 


by Westminster, Ltd. 


the opinion of keen students of 
men’s styles. 

From orders already placed it 
seems that leading retailers expect 
the big volume of men’s business 
to be done in the 50 and 75 cent re- 
tailers in wool and silk and wool, 
or rayon and wool fancy goods. 
Colors run mainly to the browns, 
since brown promises to be the pre- 
vailing shade in men’s clothing 
this fall and winter. 

There has been little advance 
business on heavy wool golf 
hosiery, due to the fact that retail- 
ers carried over considerable 
stocks from last winter and also to 
the fact that the vogue for light 


weight cotton golf hose cut into 
the wool demand this summer. 
There is a divergence of opinion 
as to whether all wool half hose 
will sell as well this fall as they 
have been selling for the 
WSs past few years. While the 
continuance of low shoes 
for winter wear seems to 
be pretty well established, 
there is something in the 
argument that many men 
who tried wool hosiery 
through its style appeal 
have found it uncomfort- 
able for general wear. 
Steam heated houses and 
offices and heated convey- 
ances between, it is ar- 
gued, render wool hosiery 
unnecessary. The young 
bloods, however, may be 
counted upon to take their 
fancy wool hosiery in 
usual quantities. The ap- 
peal there, of course, is 
strictly along style lines. 


These good-looking English 
half hose are m in Eng- 
land by Westminster, Ltd.’s, 
English mills. The one on 
the right is described as a 
“comfortable companion for 
a blue serge suit” — the 
grounds being presented in 
navy blues with innumerable 
colored designs. The other 
pattern is a combination of 
colors, all harmony, with no 
deep contrasts 
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$6 E use a card for each style 
of hose carried and these 
a cards show exactly how 


many pairs of each size and color 
we have at the first of the week and 
exactly what sizes and colors are 
selling best. Also, this idea 
helps us wonderfully in the 
reordering of our goods. We 
j have reduced the average in- 
j ventory of this department 
more than $5,000 through this 
new system.” 

The above paragraph is 
quoted from a letter received 
from the Carl Company, 
Schenectady, N. Y. and in a 
few words explains a system 
which, if put into use in every 
hosiery department, would 
simplify to a remarkable de- 
gree the mechanical operation 
of the department. 

Merchandise that is not 
turning is “dead.” It costs 
money to have goods on the 
shelves that do nothing more 
than take up room. Stock 
sheets showing the amount of 
stock on hand in dollars and 
cents mean nothing. What 
every department wants to 
! know all the time is the kind 
! of goods on hand, and in the 
: hosiery department especially 

color and size are the most 
important factors. 

A hosiery stock sheet may 
show plenty of size nines in 
stock, but they may be all dark 

i shades, while light colors are 
i the ones in demand. Also it 
may show plenty of light colors, 
but perhaps they are service weights 
and chiffons are being consistently 
called for. A card for each style of 
hose carried, as suggested by the 
Carl Company, showing exactly the 
number of pairs of each size and 
color in stock, would eliminate any 
doubt as to the kind and color needed 
when reordering, and would also 
prevent a condition which obtains in 
j a good many hosiery departments 
that are not carefully arranged— 
that of being out of popular shades. 
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HOSIERY SECTION 


Card for Each Style Reduces 
Inventory by $5,000 


Also Makes Reordering of Goods Easier 


There is no more discouraging 
reply than “We’re all out, madam,” 
when a customer asks for a certain 
style and color of hose, especially 
when one stops to think that this 
need never occur. 





Merchants with a large following among the 6 to 
12 year olds will find this all silk ribbed stocking 
with plain cuff in gay colors a highly appre- 
ciated number during the summer months. From 


the Onyx Silk Hosiery Co. 


The installation of a system such 
as the Carl Company uses would 
eliminate any doubt as to the kind, 
size and color of every pair of hose 
on the shelves. Customers would 
not be turned away because they 
were unable to wait for a certain 
color to be ordered and a more ac- 
curate conception of the color situa- 
tion would be had by everyone. 

It requires not only good judgment 
but some excellent guessing as well 
on the part of hosiery buyers to 
foretell the popularity of various 
colors, and any system of stock- 
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keeping which will aid in ordering 
to the best advantage is of untold 
value. When it is possible to have 
figures on hand every week, kept up- 
to-date from daily sales, showing 
what has and has not been selling, by 
simply using the card sys- 
tem outlined by the Carl 
Company, it seems to us that 
such a system deserves the 
attention of every buyer. 


Price Situation 


Stable 


While the general trend of 
the raw silk market during 
July was downward, the price 
movement has not been suffi- 
ciently wide to make any ap- 
preciable difference in the 
hosiery market. Double extra 
crack Japan_ silk, which 
opened the month at a mini- 
mum quotation of $6.50 a 
pound, sank to $6.30 a pound 
during the third week, and at 
the opening of August was 
back to $6.40 a pound. The 
general. outlook, according to 
raw silk market experts, is 
for quotations at or near pres- 
ent levels for some little time 
to come. 

Hosiery manufacturers are 
believed to cover their re- 
quirements for the next few 
months at about current mar- 
ket levels. Prices now prevail- 
ing on silk hosiery were made 
with this level as a base, so 
that the entire market bears 
all the earmarks of stability. Hosiery 
buyers need have no fears of any 
radical price changes on silk hosiery 
for the next few months. 

In rayon hosiery, buyers held off 
more than they did on silk hosiery in 
anticipation of the price drops, 
which finally appeared last month. 
Rayon yarns are now. selling in fine 
sizes at lower levels than have ever 
prevailed before. The expected drop 
in prices affected the infants’ and 
children’s hose business to a great 
extent. The large buyers deferred 
placing their orders. 
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HOSIERY SECTION 


Three Main Buying Principles 


A Story of Hosiery Success Founded on Having the Right 
Quantity and Sizes, the Right Quality and the Right 
Colors to Go with the Shoes in Your Store 


4 YHERE must be some sublime 
quality of salability in hos- 
iery via the shoe stores, these 

days, which enables it to defy 

every handicap of circumstance 
ind environment. In a previous 
review, one instance was cited 
where, with the hosiery displayed 
and the shoes concealed, the hosi- 
ery sold the shoes and itself with 
equal facility,°and kept right on 
doing it subsequently. In another 
instance, the hosiery being con- 
cealed in the cashier’s coop, the 
store owner found it impossible to 

keep a good thing down and, of a 

sudden, was impelled to make it his 

star performer in windows as well 
as store, with noble returns next 
minute in hosiery sales volume. 

It remained for Framt & Tauben, 
conducting the F. & T. family shoe 
store in Jamaica, Long Island, to 
demonstrate the amazing fact that 
hosiery needn’t be shown at all to 
create its own big sales volume 
simply in its merits as merchan- 
dise salable in a shoe store. 

Not that the F. & T. Shoe Com- 


A prize winning hosiery window. This pleasing arrangement of hosie 


By PHILIP CAMPBELL 


pany isn’t alive to the effectiveness 
of hosiery display. Messrs. Framt 
and Tauben, if they had their way, 
would show it with the pride and 
promptness with which the average 
bride ‘exhibits her captive groom 
on New York’s Broadway. 

But it happens that their store, 


for the display and sale of shoes- 


worn by men, women and children, 
is leased to them on premises con- 
trolled by their next door neigh- 
bor, a very excellent specialty shop 
handling several brands of very 
excellent hosiery. So, when Messrs. 
Framt & Tauben attempted to dis- 
play hosiery in conjunction with 
their very excellent shoes for men, 
women and children, the specialty 
shop just naturally put its foot 
down, urging them gently but 
firmly, to forget it. 

Human nature being what it is, 
one might almost assume that the 
best way to induce shoe stores to 
introduce hosiery sections would be 
tc forbid them to carry hosiery. At 
any rate, it worked that way with 
Framt & Tauben. Circumstances 


, by W. J. MceVea of McCurd 


made it impossible for them to defy 
their specialty shop neighbor who, 
anyway, was merely complying 
with the instinct of self-preserva- 
tion. But, if they could not openly 
challenge their landlord’s monopoly 
of hosiery display on the premises, 
they could not be denied the right 
to sell hosiery within their own 
four walls. 


‘O they installed a first-class line 
of women’s silk hose, all full 
fashioned, together with socks of 
equally good quality for men, which 
they kept handy—oh, extremely 
handy—in the stock room in the 
rear of the store. They maintained 
regular retail prices, scrupulously 
refraining from any bargain offers 
which might imply direct competi- 
tion with the specialty shops. 

But how they did buy their 
hosiery to match their shoes! And 
how they trained their force of four 
shoe salesmen both in the matching 
and contrasting of colors. They 
pay a commission on every pair 
the salesmen sell and hang up a 


& Co., 


Rochester, N. Y., took second prize in the Humming Bird hosiery window display contest recently conducted by 


the Davenport Hosiery Mills 
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substantial cash prize monthly for 
the salesman disposing of the 
largest hosiery volume. 

Without a sign or trace of hosiery 
in or about their shoe store, the 
Framt & Tauben hosiery section 
survives and flourishes under its 
overwhelming handicap as an out- 
standing example of what can be 
accomplished by sheer salesman- 
ship. 


HE pair of shoes is sold. Then— 
“Of course, you intend to match 
these shoes in hosiery. Why not 
do it here, without trouble, instead 
of losing an hour or more else- 
where, trying to match 
them? We have the perfect 
match in really perfect 
hose; won’t you look at 
them?” 

Well, maybe she will 
take a glance at them. So 
the salesman slips back to 
the stock room, in the rear 
of the store, and returns in 
a minute or so with the 
perfect match in standard, 
full fashioned silk hose. In- 
asmuch as all the women’s 
hosiery was _ originally 
bought to match the store’s 
shoes, the matching is no 
miracle. As for the cus- 
tomer, as a rule, she just 
gasps and takes the stock- 
ings. As for the salesmen, 
they never miss a hosiery 
sale that can possibly be 
put over. 

The proudest achieve- 
ment of Framt & Tauben, 
one the whole store still 
boasts of, occurred recent- 
ly. The hosiery buyer of 
a neighboring department 
store came in for a pair of 
shoes, bought them, and in her 
capacity of expert, cynically wel- 
comed the salesman’s proposal that 
she let him match them. Still 
cynically, she examined the hose 
he brought her and remarked, at 
last: 

“Well, I doubt whether I have a 
match for these shoes in my own 
stock. I’ll take this pair of stock- 
ings.” 

For a high grade shoe store there 
is no better principle to apply to 
the hosiery section than that of 
combining quality merchandise 
with a perceptible price advantage, 
so long as the price advantage of- 
fered to its high class trade does 
not in any manner lower the pres- 
tige of the store. In essence, it is 
the principle dear to the heart of 
Samuel Elkind who, in his Empire 
Shoe Stores, applies his merchan- 
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dising creed, that every woman 
loves a lowered price, by selling 
three pairs of $1.35 silk hosiery 
for $4 and two pairs of $1 hose for 
$1.95. In Ossining, N. Y., Rabin’s 
Bootery is an outstanding example 
of the adaptation of the principle 
to a fashionable clientéle. 

The Rabin Bootery is regarded 
by the élite of Ossining and its en- 
virons as some bootery, whose shoe 
styles and pricc: confer éclat on 
any feminine foov. It has long 
specialized on full fashioned, pure 
silk, lisle-top hosiery, chiffon and 
service weights, its big. seller be- 
ing the $2 retailer of a ‘superior 


A small but efficient hosiery department 


make. One can give very great 
value in lisle-tops at $2, and the 
Rabin Bootery gives it in full. But 
it gets a large quota of its hosiery 
sales volume on its box trade—3 
pairs to the box, price $5. Here is 
a substantial reduction of 33 1/3 
cents pair, or 16 2/3 per cent. 


HAT is an inducement which, as 

Mr. Elkind has observed, will 
make a woman walk a mile. But the 
Rabin Bootery, with its élite and its 
éclat, lays less stress on that low- 
ered price—which it can well af- 
ford to let speak for itself—than 
on the hosiery insurance attending 
the purchase of three pairs at 
once. Whatever the accident or 
misadventure with one pair of 
stockings, the customer is told, 
there is always another pair in 
readiness to supply the odd stock- 
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ing. And besides—this is just 
delicately suggested — you know 
that three pairs, providing frequent 
changes, always outwear any other 
three pairs, each of which has to 
give more constant service. 


ET, taking hosiery merchandis- 
ing in shoe stores throughout 
the wide range of its possible varie- 
ty, the fact remains that the main- 
spring of success with it is confi- 
dence in the section. You can be 
amazingly successful with hosiery 
even when you haven’t any confidence 
at all, if somebody else has the nerve 
you lack. Here is the story of an 
entire chain of stores in 
which faith in hosiery ran 
considerably less than .00 
per cent to the square foot 
of floor space. 

Murray M. Rosenberg 
has fourteen stores in New 
York City, selling shoes to 
men and women. There 
were only half a dozen of 
them a couple of years ago, 
but they were evidently go- 
ing strong enough to prom- 
ise doubling of their num- 
ber pretty soon. Naturally, 
Mr. Rosenberg’s growing 
group of shoe stores made 
a warm-hearted appeal to 
the affections of the prize 
city salesman of a line of 
hosiery specializing in shoe 
store sections. Sad to say, 
that prize city salesman 
had to admit there was 
nothing doing with the in- 
credulous Mr. Rosenberg, 
whose head, heart, soul and 
feet were in shoes, and in 
shoes alone. But the star 
salesman was a star be- 
cause he never unhitched 
his wagon. He determined to try 
the impossible on his own house— 
to persuade it to put the line in the 
Rosenberg stores on consignment. 
He succeeded, but very much un- 
der blankets, as was to be expected. 
Fortunately, when he approached 
Mr. Rosenberg anew, Mr. Rosen- 
berg’s lack of warmth called for all 
the blankets in sight. He would 
consent to experiment with the 
hosiery to the extent of no more 
than 60 dozen, with right to return 

all unsold at the end of 30 “days. 

If ever hosiery made its début 
in a shoe store under sudden death 
auspices, those 10 dozen pairs of $1 
retailers, silk-to-the-welt chiffon, 
ran a fatal risk in every one of the 
half dozen Rosenberg stores. The 
only hope for them lay in the 10 
cents per pair commission to the 
salesforce. 

[CONTINUED ON PAGE 137] 
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Color frend, | 


To color trend for fall is still to be definitely established, although considerable 





progress in simmering the multiplicity of shades down to a few saleable ones has 

been made in the past month or so. The fact that black is to be the leading color 
in hosiery and shoes, practically insures a continuance of the so-called “nude” shades, 
although in deeper and grayer casts that have ruled as the favorites for summer. The 
other fall costume colors present some difficulties in hosiery selections to harmonize. 
There is no trend toward an exact match, particularly of the wine reds that are spring- 
ing into favor. Here contrasts will prevail. Shades such as antelope and the various 
tawny casts look to be good sellers, in fact they are already in demand in fashionable 
centers. White was slow in coming into its own this year, but reports from various 
sections of the country indicate that white hosiery is at its peak right now and prob- 
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ably will continue its run through the month. The various other light shades, however, 


are vying with white for first place, and in some localities are outselling white. 


a point to be watched for next year. Will the vogue for wearing extremely light nude 


This is 


shades, such as atmosphere, with white shoes, gain in popularity? 


NEW YORK 


The mid-summer hosiery sales are 
in full force now and the retail mar- 
ket is very active. White, particu- 
larly in service and semi-service 
weight hosiery has sprung to the 
front in the last few weeks.. The 
various light shades of nude, how- 
ever, are running a close second. In 
sheer chiffon hose, the light shades 
have outsold whites in most shops. 
Chiffon hose form about 70 to 75 
per cent of the current business in 
numbers -of pairs, according to a 
recent survey of the New York 
shops. Some success has been had 
in several stores with light weight 
lisle sport hose for women, selling 
at around $3 a pair. Most of these 
are imported. 


* * * 


CHICAGO 


The various light shades of the 
nude cast form the bulk of hosiery 
sales in this retail center. White 
is giving a much better account of 
itself, but probably has not reached 
the volume of former years, due to 
the vogue for the other light shades, 
some of which are being worn with 
white shoes. The demand for chiffon 
hosiery is as strong as ever and is 
expected to continue good, even into 
cold weather, although later, of 
course, service weights will be in 
better demand than is the case at 
present. 


BOSTON 


To judge from the displays in de- 
partment stores and retail shoe 
shops, white hosiery is the thing. 
The white season has been late in 
starting, but is now running along 
at its peak. Both plain white and 
white with colored clocks are moving 
well. Some white with small em- 
broidered figures also have been sold 
in considerable quantities. In the 


This pure silk sheer chiffon stock- 
ing from Corticelli* shows a new 
French open work clock of ex- 
quisite: design and workmanship 


othershades the light colors are still 
ruling, in about the same order as 
has been the case for the last two or 
three months. 


* * * 


CLEVELAND 


White and the light shades in 
hosiery continue to lead the market 
here. White has sold about as well 

as in former years, despite the prev- 
alence of the blond shades and 
their use with white shoes. Cleve- 
land hosiery buyers are beginning 
to place their fall orders. Such 
shades as antelope, Polar gray, 
cinder, etc., are being given first 
consideration in the fall orders. 

Chiffons are outselling service 

weights at present and most buyers 

expect chiffons to continue to be 
good through the early fall at least 
and probably through the entire 


winter. 
* * * 


SAN FRANCISCO 


There has been little change in 
the hosiery color status in this city. 
White, of course, with the warmer 
weather has shown its usual in- 
crease, although plain white has not 
been in as large demand as in past 
seasons. The light beige and flesh 
shades continue to be the popular 
favorites. Light gray and silver 
also have sold well in the San Fran- 
cisco shops. About 75 to 80 per 
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cent of the hosiery sold here is of 
the chiffon weight. Slightly darker 
tones of the beige cast are expected 
to be good this fall. 


. & © 


BALTIMORE 


* With the. advent of hot weather 
white hosiery has come into its own. 
Scme stores report the white demand 
as large as it was last year and assert 
that the vogue for 
wearing light flesh 
shades of stockings 
with white shoes 
has not affected the 
demand for all 
white hosiery. 
Other stores, how- 
ever, say that the 
white demand is 
not up to the usual 
mark. Both plain 
white and white 
with colored clocks 
have been, in good 
demand here. In 
the meantime such 
shades as atmos- 
phere, blush, nude 
and moonlight con- 
tinue to be good 
sellers. Where 
early fall shoes are 
being bought, 
slightly darker 
shades of hosiery 
are purchased to go 
with them. Balti- 
more buyers do not 
anticipate any in- 
creased demand for 
black this fall. 


* * * 
NEW ORLEANS 


White hosiery 
has leaped into the 
lead here, is out- 


The Dewees 


else at present. 
New Orleans al- 
ways has been a 
good city for white hosiery as much 
white in costumes is worn here in the 
summer months. The light shades on 
the nude and beige order are still 
selling, but white has outdistanced 
them in recent weeks. Gray has 
shown some decline in favor here, 
but a considerable quantity of gray 
hose of the silver cast is still on call. 
Chiffon hosiery, usually all silk or 
silk to the hem provides the bulk 
of the business. 


i, 


DETROIT 


The vogue for matching and har- 
monizing hosiery to costumes, which 
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phia, is offering visitors to 
the Quaker City an~ oppor- 
tunity to take home a decid- 
edly novel souvenir of the Ses- 
quicentennial. 
Silk Hosiery Co. is respon- 
sible for this novelty, having 
designed the stocking shown 
= 4 here, with novel souvenir of 
selling everything the Sesquicentennial above 
and the dates 1776-1926 below 
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has gained vogue here and which has 
been stimulated by the retail mer- 
chants themselves has provided much 
additional hosiery business. All the 
light blond and nude shades are in 
good demand and within the last two 
or three weeks white hosiery has 
become extremely active. The white 
season was late in starting and it is 
likely that the total volume will fall 
below that of last year. Because of 
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store, Philadel- 


The Gotham 


the great number of golf courses 
around Detroit, the demand for sport 
hosiery here has been exceedingly 
good. Both light weight wool and 
cotton have been in good demand in 
sports hose. 

* * * 


PROVIDENCE 


According to reports from most 
hosiery departments here white has 
sold better than it did last year. 
Service weights in white, however, 
accounted for the increase in busi- 
ness. White ,chiffons, merchants 
say, did not come up to expectations. 
In addition to white, the light shades 
are still selling strongly. 





This new and exquisite- 
ly beautiful 
hose from the Holyoke This 
Silk Hosiery Co. is the 
most recent addition to 
its line 
hose for women. 
color is also new and is 
called geisha. It is 
peach in tone, combin- 
ing the yellow and pink 
of the peach in a warm, 
mellow blend 
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Separate Repair Shop 
Profitable 


Many hosiery departments have 
supplemental repair shops, most of 
which are run at no profit and many 
of which actually show a loss. These 
departments are maintained as part 
of the service of the hosiery sec- 
tions. In Pittsburgh the interesting 
experiment of making the repair de- 
partment not only 
pay its way, but 
show a profit as 
well is being tried 
out. So far it has 
been successful. 
new ven- 
ture is located in 
silk the store of the 
The Joseph Horne Com- 
pany, and was es- 
tablished early this 
year. It is now re- 
pairing about 7,000 
stockings a month 
for close to 6,000 
customers. The 
workers in the de- 
partment are given 
a weekly wage, plus 
a bonus for ll 
work accomplished 
above a_ certain 
production mini- 
mum. These sched- 
ules have_ been 
worked out care- 
fully from the ex- 
perience of those 
in charge of the 
department. 

Without going 
too deeply into the 
technical part of 
repairing, which is 
done by machinery, 
it is sufficient to 
report that the av- 
erage repair costs 
about 45 cents and 
the repair workers 
earn from $14 to $15 a day. 

A special desk is maintained in 
the hosiery department where repair 
orders are taken. The girls at this 
desk are graduates of the repair de- 
partment and are so familiar with 
the work involved in repairing that 
they are able to make prices on each 
job as it is handed to them. 

Records show that some customers 
have used the repair department as 
many as four times in the last six 
months. While 75 per cent of the 
sales in the store in general are 
charge sales, the charges in this de- 
partment amount to but 50 per cent 
of the total. 
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Matching the House to the 
Hose 


Color in hosiery has been turned 
to use other than the matching or 
harmonizing with the costume. Up 
in Massachusetts, in the little town 
of Westfield, a gang of house paint- 
ers, after several attempts to pro- 
duce the exact shade desired by a 
woman resident for her house, were 
handed a stocking and told to match 
it. The painter did so, and now this 
woman enjoys the distinction of be- 
ing the only resident of the town, if 
not of the entire country, whose 
home was painted to match her 
hosiery. 


**Valencia”’ a New Color 


A new hosiery color has been in- 
troduced in Portland, Ore., by Chas. 
F. Berg. It is. called “Valencia,” 
and is of the dark beige or mode 


family. This shade is being exploited- 


in the windows in true Spanish 
fashion. A huge Spanish shawl is 
used as the background drape, with 
castenets on the various stands. Sev- 
eral copies of the new song “Valen- 
cia” are scattered through the win- 
dow. A large window card proclaims 
“Valencia, a Spanish Melody in 
Hosiery Harmony. All silk chiffon, 
$1.95.” 


Add New Styles 


The Finery Silk Stocking Company 
has added two new styles which will 
be ready by Aug. 15. One is a chif- 
fon hose with silk well above the 
knee and a four-inch mercerized lisle 
hem for garter clasps. The other is 
a still sheerer all silk with a hem- 
stitched band to prevent garter runs. 
The company last month also added 
to its list of colors—Sunny, a cheery 
color blending well with black, white 
or tan shoes. 


Now the Chiffon Lisle 


Lisle hosiery, plain, clocked, pat- 
terned in stripes and plaids, have 
been good sellers to New York wom- 
en in recent weeks. Chiffon lisles in 
both white and colors and with 
French clocks designed principally 
for sports wear; have been gxploited 
along Fifth Avenue at prices rang- 
ing from $1.50 to $1.95. 


New Strawberry Shade 


Bonwit Teller & Company, New 
York retailers, are featuring a new 
soft strawberry hosiery shade un- 
der the name of “Fraise.” The stock- 
ing is priced at $3.50 and is an all- 
silk sheer number with drop stitch 
clocks. It is intended for evening 
wear. 


Joins Gotham Force 


Miss Christine Halloway, formerly 
assistant advertising manager for 
Onyx Hosiery, Inc., has joined the 
force of the Gotham Silk Hosiery 
Company, as associate to Robert 
Nuese, advertising manager. 


Building New Mills 


Work on the new mills of Large- 
man, Gray & Company, who recently 
sold their Philadelphia mill to the 
Gotham Hosiery Company, will be 
started soon at Croyden, Pa. The 
plans call for two units, one to be 
two stories in height and 90 by 300 
feet in area, the other, a one-story 
structure, 50 by 300 feet. The build- 
ings, according to the contract, are 
to be ready by Oct. 15. 


Fleisher Joins Ullman 


Walter I. Fleisher, former hosiery 
editor of Women’s Wear, has joined 
the sales staff of A. L. Ullman, New 
York hosiery selling agent, in an ad- 
vertising and selling capacity and 
will handle the sales of all mills rep- 
resented by Ullman except the Lans- 
dale. 


Production Falls Off 


Fewer pairs of silk, rayon and silk 
and rayon hose were produced in the 
first five months of 1926 in this coun- 
try than in the corresponding period, 
last year, according to Government 
figures which have just been com- 
piled. Total production for the 
period from January through May, 
this year was 7,886,308 dozen pairs, 
of which 4,623,609 dozens were full 
fashioned. Total production was 
about 25 per cent less than last year. 
Compared with last year the produc- 
tion of full fashioned silk hose shows 
a gain of more than 33 per cent. The 
fall-off was in the seamless silk, and 
in the silk and rayon and rayon clas- 
sifications. 


Fighting Fire With Fire 

Fighting “bell-ringers” with 
“bell-ringers” is a plan to fight 
mail-order competition on the part 
of local merchants in Denver. It 
is reported that the Feltman & 
Curme Shoe Stores Co. and other 
local stores have already started the 
campaign by putting men out into 
the residence district, ringing bells 
in competition with the mail-order 
canvassers. 

“We must fight fire with fire,” 
remarked one local merchant. “If 
the housewife wants her hosiery, 
her children’s shoes, her electrical 
appliances and her jewelry, her soap 
and perfumes, etc., hawked at the 
door, and no longer wants to shop 
where there is a selection, the local 
merchants will give her what she 
wants.” 


To Install Full Fashioned 
Machinery 


The Wallace Wilson Company, 
manufacturers of women’s and in- 
fants’ seamless hosiery, Frankfort, 
Pa., is installing full fashioned 
hosiery machinery and expect it to 
be in production by the end of the 
year. The full fashioned line is a 
new venture for this company. Its 
product is sold through Neill & 
Haukap, 93 Worth Street, New York 
City. 


New Concern Starts 


John H. Fedden, Henry W. Fed- 
den and George Fedden of New 
York, and J. Victor Grimm, Reading, 
and Charles Haeussler, Shillington, 
Pa., have organized Fedden Brothers 
Company, a Pennsylvania corpora- 
tion, capitalized at $300,000 and have 
begun the manufacture of women’s 
42 gauge full fashioned hosiery at 
their new mills at Shillington. Of- 
fices have been established at 392 
Fifth Avenue, New York. 


Knitted-in Clocks 


Among the new numbers in men’s 
half hose that have been shown by 
producers are knitted-in clocks. 
These have been shown by several of 
the most conservative houses that 
rarely offer novelties unless they are 
fairly certain of their salability. In 
one line these knitted-in clocks take 
the form of small rectangles in color, 
either in single or double line. Where 
two lines are used, each is in a dif- 
ferent color. 
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Showing Public How It Is Done 


Hosiery Manufacturers Demonstrate Process of Manufacture 





at Sesquicentennial Exposition 


COMPLETE hosiery plant, for 
A the manufacture of full-fash- 
ioned silk hosiery, is being 
erected in a display space in the 
Palace of Liberal Arts and Manu- 
factures at the Sesquicentennial Ex- 
position in Philadelphia and is 
scheduled to be in op- 
eration some _ time 
during the third week 
of the current month. 
This exhibit, backed 
by manufacturers rep- 
resenting considera- 
bly above 50 per cent 
of the country’s pro- 
duction of full-fash- 
ioned silk hosiery, will 
be the first that has 
shown the complete 
process of producing 
full - fashioned hosi- 
ery. All machines 
necessary for making 
and finishing the hosi- 
ery are being in- 
stalled in the exhibit. 
The machinery will 
be set up in sequence, 
starting with the 
winders and ending 
with the dyeing, fin- 
ishing and boxing of 
the hosiery, which 
will be sold to visit-° 
ors at the exposition. 
The price at which 
the hose, which will 
be 45 gauge, all silk, 
will be sold has not 
yet been determined. 
This masterful ex- 
hibit, which will be 
highly interesting to 
the general public and 
a liberal education to 
all those in the hos- 
iery trade, is being 
staged under the joint 
auspices of the H. C. Aberle Com- 
pany, the Fidelity Hosiery Company, 
the Apex Hosiery Company, Han- 
cock Knitting Mills and the Berk- 
shire Knitting Mills. The machinery 
is being supplied by the Textile Ma- 
chine Company, of Reading, Pa. 
These hosiery manufacturers back 
of this exhibit are among the larg- 
est producers in the country, selling 
mainly to wholesale distributors who 
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put their own brands on the hosiery. 
The hosiery to be made at the ex- 
position will be unbranded, and will 
be sold merely as the best product of 
the American hosiery trade. 

While the display has been in proc- 
ess of erection for some time, unex- 





= as 


ore” Leal 


Entrance to the Palace of Liberal Arts and Manufactures, 
Sesquicentennial Exposition, Philadelphia 


pected delays have ensued, and the 
formal opening will not be held until 
late this month. It was originally 
scheduled to open early in July. The 
machinery involved is of the latest 
type and represents a large capital 
investment. Expert workmen will 
operate the machines and lecturers 
will be available to explain the vari- 
ous processes to visitors. The dis- 
play has been so arranged that the 
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visitor enters at one end, and while 
passing along a straight aisle sees 
every process in the production of a 
pair of silk stockings. He can 
watch the actual work from the time 
the threads leave the winder, until 
the hosiery is boxed, if he cares to 
stay until each process 
1s completed. 

The exhibit will be 
maintained until the 
close of the exposi- 
tion, December 1. 

Hosiery machinery 
in action has been 
seen before at various 
expositions, notably 
the knitting arts ex- 
hibit held in Philadel- 
phia annually for the 
past few years and at 
the recent hosiery and 
underwear exposition 
in New York. How- 
ever, these exhibits 
have shown only a 
few of the many proc- 
esses involved in the 
manufacture of full- 
fashioned _ stockings. 
The exhibit at the 
Sesquicentennial Ex- 
position will be the 
first ever staged to 
show the complete 
process from start to 
finish. Also it will be 
the first hosiery man- 
ufacturing exhibit to 
be viewed by the pub- 
lic in general. With 
the awakened interest 
of women in hosiery, 
® it is reasonable to ex- 
toe pect that this exhibit 
will attract wide- 
spread interest among 
the women visitors to 
the Sesqui. 

In addition to this it holds much 
in the way of educational value for 
the members of the hosiery trade 
who are not directly concerned with 
the manufacture of stockings. The 
jobber, the merchant, the salesman 
and others, whose duties do not take 
them directly into the hosiery mills, 
by viewing the exhibit will gain 
more respect for the product. 
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por A cordial invitation is hereby extended to all merchants, hosiery buyers and 


ition their assistants to visit the model hosiery mill erected at the Liberal Arts 
ame, Building for the manufacture of FULL FASHIONED, fine silk hosiery. 


ibits This mill will be in full operation in all its branches by the third week in 


y & August. 

yroc- 

the The following concerns are co-operating in this exhibition: 

full- 

ngs. Textile Machine Works, Reading, Pa. 
Apex Hosiery Mills, Philadelphia, Pa. 
Berkshire Knitting Mills, Reading, Pa. 
Fidelity Knitting Mills, Philadelphia, Pa. 
Hancock Knitting Mills, Philadelphia, Pa. 
H. C. Aberle Co., Philadelphia, Pa. 


The largest space in the Liberal Arts Building has been engaged for this fascinating 
exhibit, and here can be seen every step of FULL FASHIONED hosiery manufacture 
—winding of the silk, manufacture of the legs and feet, seaming, topping, looping, 
boiling off, dyeing, boarding, inspecting and boxing—complete to the last detail. 


Skilled hosiery men will be in attendance at all times to explain any detail of 
manu facture. 


Fashion experts, stylists and authorities on the color trend will also be available to all 
interested buyers and the public. 


Liberal Arts Building 


Sesqui~Centennial Exposition. 
Philadelphia, Pa. 


Compliments of Harrington & Waring—New York 
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Retails at 50c 


No. 329. Smart % 
length mercerized plaid 
stocking for misses. 
Super-quality in a fine 
color range. They wear 
well. Just the sort that 
sell on sight—and please 
the wearer afterwards. 


Sizes 6 to 10. 
Retails at 50c 


No. 348. Just the 
hosiery children like. 
Colorful! Easy on the 
feet! % length in 
“Derby Rib’’ for boys; 
heavy weight for girls. 
Packed % doz. Fancy 
tops in subtly blended 
pastel shades. Wear 
well! Eook well! Sizes 
6 to 11. 





Retails at 


$1.00 


No. 635. A beau- 


tiful, hard-wear- | 
ing service stock- 
ing for women ] 
and misses. Very C Ooo 
a S e 


‘fe And what a line of 


spliced ‘heel and 
fashion marks. 
An extraordinary 


value! Sizes 8 ian 4 
ct i | profit- makers! 
: , Aw stocking will do for a knock-about 


vacation time—but when school starts, 
mothers seek children’s hosiery that answers 


on three points 
—LOOKS—WEAR— PRICE 
The Buster Brown line answers ‘SPERFECT” 


on all three! The line includes the very latest 
novelties in hosiery for children and misses. 





Analyze these numbers! If you know hosiery 
merchandising and retailing, you know what 
easy sellers and profit-makers they are. 


For full details of the line, prices, 
etc., write to the selling [agents. 
Amory, Browne 2 Co. 
NEW YORK 
| _ 
REG. U.S. PAT. OFF, ; 


HOSIERY 
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‘eins at 35c 


. An ex- 
nice value 
in mercerized 
“English Rib.”’. The 
colors are black, 
white, cordovan, 
champagne, pongee, 
grain, zine, crash, 
tan bark and peach 
Packed % doz 
Sizes 6 to 10. 


Retails at $1 


Just like big sis- 
ter’s but made to 
fit the junior miss. 
Thread silk, lisle 
foot, mercerized 
top. Silk well 
over knee. In 
black, white, 
champagne, at- 
mosphere, sunset 

moonlight an d 
woodland rose. 
Sizes 7% to 9%. 


Made Right— i r 
‘ = Retails at Cc 
Styled Right— 4 et 


Rayon stripes 


a fancy Jac- 
In 8 


r i, a” 
* 2 quard top. 
sie t - colors. Colorful 
Tice l — and attractive on 
i : the foot. Suit- 


able for most 
oceaslLons — and 
an excellent 
value. Sizes 6 
to 


ND most important of all, overnight 
delivery service is available on origi- 
nal stock and on fill-ins from a nearby 


jobber’s warehouse. 


On Buster Brown Hosiery you run no 
tisk from stale goods or loss-taking clear- 
ances. You build good-will and reputa- 


tion for your store as headquarters for 


this nationally known quality hosiery. 


For full details of the line, prices, 
etc., write to the selling agents. ’ 
Amory, Browne 2 Co. 
NEW YORK 
@ or R Re 
B j REG. U.S. PAT. OFF, 


HOSIERY 
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“1 am one of several million women 


month 1. ies’ Home 
Journal, Harper’s Bazar and Vogue. 
An advertisement by lum at- 
tracts my attention. Those new styles 
and colors must be beautiful. I wonder 
where I can buy them.” 
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“Just before going downtown I saw 
that one of our-leading stores was 
advertising a special showing of these 
new McCallum styles and colors. It 
was the same fall opening that I read 
about in the magazines. Naturally 

a mental note to drop in at 
that store.”’ 























“I might have forgotten all about 
this McCallum style showing had it 
not been for an attractive display of 
McCallum stockings in this store’s 
window. stockings were certainly 
lovely. Inside of two minutes I found 
myself in front of the hosiery counter.’’ 




















y 
couldn’t help buying some. I wonder 


if the Baz 


i , the 
display, and the clerk’s interest in 
McCallums weren’t all part of aplan 
to get me into that store to buy those 
lovely stockings. If it was a plan it 
was certainly effective.”’ 





ement, the 
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Oxactl How 


the McCallum Fall Style 


Showing can pay you a 


substantial profit 


Even if you carry only one or two 


McCallum numbers, this selling 


concentration is too good an oppor- 


tunity to let slip by 






cCALLUM dealers have always 
looked forward to the McCallum 
Spring and Fall Style Openings. These 
openings have been one of the interest- 
ing hosiery events of the year. 


But during the last two years hun- 
dreds of McCallum dealers have found 
these style openings more than simply 
interesting. They have found them ex- 
tremely profitable. 


On each of the last three style open- 
ings McCallum has concentrated a 
powerful, well-directed, National Ad- 
vertising Campaign. 

McCallum dealers everywhere have 
cooperated with this advertising. They 
have run McCallum advertisements in 
their local newspapers. They have put 
McCallum displays in their windows. 
They have concentrated the wide gen- 
eral interest in the McCallum Style 





Opening directly on their own. store. 


The results were amazing even to us. 
Merchants in all parts of the country 
reported substantial increases in their 
McCallum sales—not for just the period 
of the style showing and the concen- 
trated advertising effort—but for the 
whole year. The average increase of 
all dealers participating was 40.1%! 


This fall the style opening and adver- 
tising concentration will be from Octo- 
ber 4 to 16. Dealers everywhere look 
forward to even bigger profits than in 
the past. 

Let us know as early as possible 
if you plan to take part in this event. 

Put the dates down now. It’s too 
good an opportunity to miss. October 4 
to 16. McCallum Hosiery Co., North- 
ampton, Mass. N. Y. Sales Office, 417 
Fifth Avenue. 


HU Callum 


Silk Hosiery 


YOU JUST KNOW SHE WEARS 


THEM 










Boo 
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Display by J. H. Petersen’s Sons Co., Davenport, Iowo 


Women Were Charmed With 


These Hosiery Displays 


ANY a retail 
merchant 
faced with 


“bellringer’” compe- 
tition is apt to look 
at the dark side of 
things. 

He still has his 
show windows which 
can prove powerful 
sales magnets if used 
in the right way. 

Some expert who 
likes to juggle with 
figures has estimated 
that 741 persons 
pass your windows 
every hour, if you 
are located in a city 
of from 30,000 to 50,- 
000 population. 

Show me the ho- 
siery salesman who 
has this huge audi- 
ence at his com- 
mand. He is lucky 
if he makes three or 
four calls an hour, 
yet a striking hosiery 


By Ernest A. Dench 


Butterflied hosiery display by F. & R. Lazarus Co., Columbus, Ohio 


display can make 738 
“calls.” While your 
oftentimes unprin- 
cipled competitor is 
doing his stunt in 
three hours. 

So why worry? Put 
the punch into a silk 
hosiery trim and you 
will make women 
stop, look and buy. 

All the display 
suggestions we ad- 
vance below were all 
arranged during the 
height of bellringing 
activities—the first 
three-quarters of 
1925—so they were 
excellently done, 
with a view to coun- 
teracting the door-to- 
door canvasser. 

We will, first of 
all, tackle the admir- 
able examples illus- 
trated on this and the 
following pages: 

Captioned as 
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Another “scoop” for our 
designing staff! 








HERE is hardly a man living who has not had 
the thrill at least once of doing something 


superlatively fine. 


Such a thrill has come to us with this new style 
No. 871, illustrated on this page. 


STYLE No. 871—Rayon over lisle. Six main 
body colors. Each hose a combination of four 
beautiful tones. Extra reinforced heel and toe. 
Clocks are woven in and will neither fray nor 


tear. 
A DOLLAR RETAILER 


Nothing compares with it on the market today in 
quality and style value. We forecast that it will 
be the most popular pattern we have ever produced 
—by far. 


Fine yarns, skillful knitting, combined with long 
experience, guarantee high quality. 





Don’t let the sun set on your desire to see samples third 
—write us today. This is going to be the biggest with 


style sensation for Fall selling that the hosiery See ee e toget 
: Tone other 


mort 

: , , the 0: 
Remember our forecast of the style trend? It’s coming true. ae se Z 9) aire 
platf 
the p 


HIRNER HOSIERY CO. op a 


Main Office: ALLENTOWN, PA. ee : =e _ * 
va ess i . ing 8! 

Chicago, Ill., Office: Gale V. Smith, 408 S. Wells St. : 3 f sd 
Cleveland, O., Office: Fred A. Smith, 1426 W. 3rd St. : t Fame 
3 i was ¢ 


Columbus, Ga., Office: ‘ ei 4 
T. J. Fleming, 305 Third Nat’l Bk. Bldg. E ‘ doff « 


New York, N. Y., Office: fia! 4 
E. W. Robischon, 389 Fifth Ave. j : mana 
ig Me be iy tive v 


0 
hi 
play 

Co., | 
Manufactured under patent “tron 
No. 1062910, issued May At t 
27th, 1913. over 1 
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To be in style—show Hirner Creations hie 
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“Elaborate Showing of Silk Hosiery,” this pretentious 
showing by Meekins, Packard and Wheat, Springfield, 
Mass. (shown on page 133), well lived up to specifi- 
cations. The central figure was a mermaid, a wax 
figure in a lounging attitude, with long wavy trains 
of hair covering up her exposed shoulders and chest, 
and her hair adorned with small artificial water lilies. 
Her “fish scale” costume covering up the lower two- 


The Arcade Store, San Jose, Cal. 


thirds of her glorious young body was skilfully done 
with many pairs of silk hose in pastel shades, woven 
together so that one stocking partly overlapped the 
other. Naturally, the mermaid lacked legs, but no 
mortal person ever boasted of so much hosiery on at 
the one time. Our mermaid sat on the lower 
extremity of a semi-circular, three-stepped 
platform placed against the rear center. All 

the platform steps were draped with crushes 

of gold velvet. Directly above the top step 

was a rainbow half-circle, achieved by pleat- 

ing silks in many rainbow hues on a wooden 

frame, which was about 2 ft. wide. This, too, 

was composed of many silk stockings. We 

doff our hat to Harold L. Braudis, display 
manager, for such a brilliant piece of crea- 

tive work. 


OR the display showing a Ford motor 

hung by a stocking, A. M. Lemieux, dis- 
play manager, the Bon Marche Dry Goods 
Co., Lowell, Mass., took his cue from the 
“ironclad” tests made by “bellringers.” 
At the center stood wooden framework, 
over the middle bar of which one silk stock- 
ing supported a Ford motor. The stock- 
ing was roped to give it the greatest strength 
at the weak points. A card explained that 
the test stocking would be on exhibition next week in 
the hosiery department of the store so that patrons 
could examine it for themselves and determine the 
strength of it. This, naturally, helped to carry con- 
viction. 

The painted panel at the center rear was a repro- 
duction of the trade mark of the featured brand of 
hosiery, cut out of wallboard by Mr. Lemieux. 

On the floor elsewhere in the trim pairs of hose 
were nicely displayed over pedestals, with the hosiery 
boxes placed here and there. 


SECTION 131 

The butterfly hose fad may be passe, but the clever 
idea worked out by A. Matzer, display manager, F. 
and R. Lazarus Co., Columbus, Ohio, and shown on 
page 129, could be applied to the sheerest kind of silk 
hose, with such a showcard argument “As delicate 
in weave as a butterfly’s wings; you hardly know 
you are wearing hose when you wear these.” 

To get to the point, Mr. Matzer developed the but- 
terfly theme by using a black paneled cur- 
tain, on which transparent butterflies were 
mounted. Back of each butterfly an electric 
light flashed intermittently. A few of the 
butterflies were small life-size specimens, 
while others were huge and gorgeous speci- 
mens oftentimes found in the tropics. 

Seated on a furniture bench at the center 
was a young woman, stylishly gowned, with 
her legs crossed to reveal a full expanse of 
her butterflied hose. 

Stands built up in tier formation at the 
sides exhibited additional specimens of the 
featured line, with a leg model here and 
there. 

A long show window in the best possible 
location was utilized by J. H. C. Petersen’s 
Sons Co., Davenport, Iowa. Against an 
elaborate brocaded curtain effect, with an 
artistically carved gilded wallboard panel 
coming down at each side, a walnut dress- 
ing table was placed. Seated before this, 
with her reflection seen through the mirrors 
by spectators, was a young woman in a silk 

negligée, posed in the attitude of about to put on her 
silk hose. There was a rug on the floor over which 
the woman sat. Boxes of the line of hosiery were ex- 
hibited about the floor at this central division. 

At each side division or unit was a long gilded 
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A test display of hosiery made by Bon Marche, Lowell, Mass. 


bench, the middle of which supported a fancy pottery 
urn filled with seasonable flowers, with a leg form in 
front of the urn. Several opened boxes of the hose 
were stacked in artistic formation at each side of the 
bench. Showcards supplied by the hosiery manufac- 
turer told of the merits of the product. 

The charming pose of the feminine wax figure in- 
troduced in the hosiery trim by the Arcade Store, San 
Jose, Cal., was its main attraction. One did not have 
to squint to catch a glimpse of the woman’s shapely 
legs, for she was seated at the right rear on two 
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Sheerness— 
Lustre— Beauty 





Yes— your customers 
seek these but back of 


them must lie wear 


Every woman remembers the store where she 
buys the hosiery that gives her the best wear. 
Naturally, she may expect less of a filmy 
chiffon than of heavy service hosiery, but 
between two chiffons the comparison is in- 
stant and critical. 
Holyoke Silk Hosiery, in the sheerest chif- 
fons as well as in heavier weights, is built 
to give the longest possible service. 
Consider what this means to you as a mer- é — : . : 
chen, in toss of: Now here’s just the silk hose to go with those shoes” 

1. Reducing percentage of returns. 

2. Increasing patronage of satisfied cus- 


tomers. 
3. Favorable word-of-mouth advertising. 
4. Permanent good-will. bi / T I 





Nineteen exclusive Fifth Avenue Shops 
have found that Holyoke Silk Hosiery not 
only satisfies the demands of fashion, but 


also that Holyoke quality makes possible 
SILK HOSE 


increasing sales and a substantial profit. 


Special Offer 








Shoe merchants are finding a new oppor- 


roduc ially 
tunity to increase sales and profit, in the P ed especially for shoe 
style trend which stresses harmony of shoes stores. F u ] ] fash ion ed , p ure 


and hosiery. The success of nineteen Fifth 


Avenue Shops with Holyoke Silk Hos ; ' , 
"being duplicated in emailer cisico from silk, mercerized lisle top, in 


is being duplicated in smaller cities from 


Maine to California. If you are interested " 
all the shades to harmonize 


in building up a quality clientele, 


Send for information regarding our special with the new shoes 


trial offer 


Pighe Sh Beier VT Doz. $13.50 


358 Fifth Avenue, New York City 
453 Washington Street, Boston, Mass. 2% 10 days 


Se a ee ee 





CARSON PIRIE Scott & Co, 
366 West Adams Street 
Chicago 


le cae ot ee ae ed 


Silk 
HOSIERY 
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cream enameled  foot- 
stools, one above the 
other, but the lower one 
wider so that her feet 
came to rest on a 
eushion on top of the 
lower footstool. She wore 
an exquisite silk negli- 
gée, turned aside at the 
knees to reveal the pan- 
telette effect of her silk 
pajamas. In her hands 
she held a pair of silk 
hose, as though about to 
place them on her dainty 
feet. 

Several other cream 
enameled footstools dis- 
tributed about the trim 
with studied carelessness 
exhibited hosiery in va- 
hious tints. 

A popular line of 
American silk hosiery is 
well displayed in the 
window of LePage & 
Son, Medicine Hat., Alta., 
Canada, shown on this 
page. 

A three-wing screen, 
almost hidden at each end by a letter F shaped piece 
of white enamel latticework, sets off the draped back- 
ground. 

At the center rear a two-tier stand, with open 
boxes and loose pairs of hose on the lower tier, and 
a similar arrangement on the upper tier, which, how- 


Hosiery display 
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A good display by LePage & Son of Medicine Hat, 
Alberta, Canada 
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ever, is crowned with a 
showcard of the hosiery 
girl identified with this 
line, keeps the trim at the 
proper height for the lo- 
cation. There are also 
potted ferns at the sides 
of the unit. 

A neutral gray silk 
fabric is crushed about 
the floor at the middle, 
forming an entire circle, 
and the resting place for 
several stockings placed 
there with studied care- 
lessness. Several show- 
cards about the floor com- 
plete the presentation. 

We now come to an 
end of the available pic- 
tures, so we will en- 
deavor to visualize the 
rest of our examples for 
your guidance. 

The Lido Hosiery Shop, 
Market Street, Philadel- 
phia, Pa., with a small 
window at their disposal, 
made the most of same. 
At the middle was a 
large square of black cardboard, on which a vase and 
the stems and leaves of roses were sketched. In lieu 
of a rose at the end of each stem, a large round hole 
was cut in the cardboard at this point. Here a silk 
stocking was gathered together to resemble a rose in 
full bloom and thrust into the aperture from the rear. 


by Meekins, Packard & Wheat, Inc., of Springfield, Mass. 
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HE swift upper-cut of Truth! What 
door-to-door peddler can stand against it? 

Put up in your store the Everwear Anti- 
Peddler Placard, which is part of the Everwear 
Peddler Challenge Plan. Let all your cus- 
tomers learn the real facts, and how you pro- 
tect their interests. You’ ll be amazed at how 
that brings back the hosiery business that has 
been drifting away to peddlers. 

Many prominent merchants have written, 
heartily commending the business building pos- 
sibilities the “frank and courageous” Everwear 
Peddler Challenge Plan holds for all well- 
stocked merchants. 


Door-To-Door Peddling Gets This 
Knockout From Alert Merchants 


In a well-stocked line [complete sizes, diversity 
of colors] lies the foundation of this plan’s suc- 
cess. Although we gladly outline the details of 
it to you, whether or not you carry the Ever- 
wear line, we urge you to be very sure your 
line is right and can stand the white light of 
truthful comparison. 


The Everwear numbers are styled with a 
snap and accuracy that defies much higher- 
priced competition—in a rainbow of shades 
and hues. The honestly woven, fresh, quality 
silk, never stretched to shape, guarantees wear- 


ing quality. 


Wire’ or write for details on the Peddler Challenge Plan, and if you desire, 
for prices and samples, as well as information on our very newest numbers. 


THE EverwEar Hosiery Co., Milwaukee, Wisconsin, U.S.A. 
Pioneer Makers of Quality Hosiery for Men, Women, and Children 
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The stockings used were in various 
shades of rose and blue, from the 
palest tints to the brightest colors. 
The caption heading the cardboard 
read: 

“Our bouquet of new autumn 

colors.” 

A practical slant was taken re- 
cently by the C. H. Baker Co., Port- 
land, Ore. The center of attraction 
proved in this case to be two wash 
tubs on an ordinary stand, sepa- 
rated by a wringer. A clothes line, 
with a number of stockings in dif- 
ferent tints on it, was strung across 


HOSIERY SECTION 


the middle of the trim from wall to 
wall. The stockings were clasped 
to the line by regular clothes pins. 

A showcard down in front amorg 
some pairs of hose gave helpful ad- 
vice to women interested in the 
proper care of their hose, as fol- 
lows: 

“You receive satisfaction if you 
wash your hose often. 

“Use tepid water, not hot. 

“Use pure soap and then rinse 
several times to remove all soap.” 

Human interest contributed to 
the drawing power of the _ hosi- 
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ery trim devised by the Fastern Out- 
fitting Co., Portland, Ore. The back- 
ground was banked with shrubbery, 
in front of which was a pretty 
young woman in outdoor attire. 
She was pulling on the leash of her 
obstinate bulldog (a papier maché 
specimen). In her efforts to get 
the pet to go where she wanted him 
to, the dog chain had come in con- 
tact with her skirt, raising same 
just above her knees. This was the 
effect aimed at in order to show off 
her silk hosiery to the most effec- 
tive advantage. 


Now It’s “Made to Order” Hose 


Stockings Cut to Exact Measurements of Customer’s 
Limbs and Feet Latest New York Experiment 


HE vogue for exclusiveness has 
extended to hosiery. In New 
York, where all things new are 
given a trial, at least, the idea of 
making stockings to measure is to 
be tried out in the newest of the 
Gotham Hosiery Company’s retail 
stores, located at 574 Fifth Avenue. 
This made to measure business is 
frankly an experiment. It may be 
continued and it may be dropped. It 
all depends upon the response of the 
public. It is believed, however, that 
there are a sufficient number of fas- 


This novel hosiery display is shown in the new Gotham Silk Hosiery Shop in the Hotel Biltmore. 


natural but most attractive way of displaying stockings. | 
use of white birch poles, a grass floor and a few Gotham Gold Stripe roses. 


tidious women in New York to war- 
rant such an experiment. It is ad- 
mitted that the actual need for made 
to measure hose is small. However, 
some women like to feel that all 
their apparel has been made for 
them, personally. 

The company, in announcing the 
new venture, says: 

“Just how profitable the venture 
will be is, of course, a matter of 
speculation and trial, but the possi- 
bilities seem to be vast. The appeal 
is not alone to the woman who wants 


French Nude, Champagne and Flesh 


the finest and most perfectly fitting 
bit of apparel, but also to the woman 
who cannot be suited with stock 
sizes. 

“Measurements to be taken will 
cover length, circumference of the 
leg and ankle at various points and 
the dimensions of the foot. In cases 
of marked difference, separate fig- 
ures will be taken for each leg. The 
price of the stocking has not been 
determined. They will be all-silk 
with silk top and toe and will carry 
the Gold Stripe.” 


It provides a 


The atmosphere of an outdoor scene is obtained by the 


The shades displayed are Grain, 


Issue of August 7, 1926 






































TLS ag NS a. 








Issue of August 7, 1926 


HOSIERY SECTION 





YOU KNOW 


how much easier it is 
to sella stocking with 
real selling features 


DUO TOE and HEEL 


Reg. U. S. Pat. Off. 


Made in lisle top silks 
Medium, extra service and chiffon weights 
Also silk to top chiffon 


ELLIOTT HOSIERY CO. 


258 Fifth Ave., New York 
“The Stocking of the Future” 














“Every Type of Display Fixture Known” 
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To Display Men’s or 


Women’s Hosiery 




















No. 258-V 


J. R. PALMENBERG’S SONS, Inc. 


Creators of Display Equipment for Over 70 Years 
63-65 West 36th Street, New York 


CHICAGO 
204 W. Jackson Blvd. 


BOSTON 
26 Kingston Street 
SAN FRANCISCO 
11 First Street 
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How Shoes Are Made 


This is the title of a very well 
worthwhile booklet of 16 
pages describing the proc- 
esses involved in the manu- 
facture of 


Welts Turns 
McKays __ Stitchdowns 


For sale at 25 cents 


(cash with order) 
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Three Main Buying Principles 


[CONTINUED FROM PAGE 120] 


In five days they were all sold 
and Mr. Rosenberg was anxiously 
phoning the line’s star salesman 
for 90 dozen more. 

After that, and unfailingly as 
the group grew to more than a 
dozen stores, that line of $1 hosiery 
continued to be the fair-haired 
child, the pet of everyone, Mr. 
Rosenberg conspicuously included. 

He added service weights. He 
added silk-and-rayon tand silk-to- 
the-welt. He called those shoe 
salesmen together and stimulated 
their constantly mounting enthusi- 
asm with earnest exhortations to 
sell more hosiery. 

A year ago he engaged Maurice 
Radner to be hosiery buyer for all 
the stores, with particular atten- 
tion to the placing of orders week- 
ly, in order to keep weights and 


colors strictly up-to-the-minute. 
Mr. Radner did, and devised also a 
well-planned yet simple system of 
hosiery selling talks, which he 
drilled into the salesmen at suc- 
cessive discourses of the art of 
selling hosiery. Today any Rosen- 
berg salesman may start as shoe 
salesman, but he rapidly becomes 
an expert hosiery salesman, for he 
is taught from the beginning that 
hosiery selling is part of shoe sell- 
ing and, in the words of the poet, 
“Curst be he who first cries hold, 
enough!” 

The result is that the Rosenberg 
stores have a turnover ranging 
from 20 to 24 times a year on their 
hosiery, which is quite satisfactory 
both to Mr. Rosenberg and to the 
star salesman who put them there. 


Prize Winning Hosiery 
Window 

When J. B. McCann, display man- 
ager of S. Kann Sons Company, 
Washington, D. C., set out to win the 
first prize in the Humming Bird 
Window Display Contest, he didn’t 
fill his window with hosiery. He did 
put hosiery in the foreground, how- 
ever, and backed it up with the at- 
tractive garden scene pictured below. 
Across the back drop was a picture 
of an airplane smoke-writing the 
brand name. 

Mr. McCann, whose picture ap- 
pears at the left, took the first prize 
with his attractive display. The 
contest run by the Davenport Hos- 
iery Mills, Chattanooga, Tenn., in 
connection with National Humming 
Bird Week, was participated in by 
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more than 2500 retail stores all over 
the country. 


Less Cotton Hosiery 


American manufacturers of wo- 
men’s cotton hosiery, including mer- 
cerized goods, turned out about one- 
th:rd fewer pairs in the first half of 
this year than they did in the open- 
ing half of 1925. It must be taken 
into consideration, also, that a con- 
siderable portion of the cotton ho- 
siery production goes into export 
channels. In fact, about 400,000 
dozen pairs of cotton hose now go 
abroad every month. This is merely 
a reflection of what the trade has 
known for some time—women, re- 
gardless of how little they have to 
spend do not want cotton hose at any 
price. The production of silk seam- 
less hosiery also showed a decline, 
but there is some hope for this sec- 
tion. Improvements in the seamless 
knitting machinery are being made 
and it is likely that with the inaugur- 
ation of making seamless goods in 
chiffon weights and of all silk to 
the hem, to retail at around $1 a 
pair, interest in this class of goods 
will be revived. A_ considerable 
quantity of long boot seamless hos- 
iery found its way into the mid- 
summer sales this year, since retail- 
ers were unable to obtain sufficient 
quantities of full-fashioned goods 
for this purpose. 


Open Shoe and Hosiery Dept. 


SEATTLE, WASH.—H. Block & Son, 
who operate the Silver Dollar and 
Economy shoe stores here, have just 
opened a shoe and stocking depart- 
ment in the Sweet Sixteen Shop, un- 
der the management of Barney Ross. 
Women’s novelty shoes in popular 
prices are shown in a wide variety 
of patterns. 


Issue of August 7, 1926 














oe yma tieoe 
I ARIES ts Sit OTE 


Pe TI 


aes 
a. 


es Ss See 


138 





HOSIERY SECTION Boot and Shoe Recorde; 











An Important Message 
To the Trade 


New mills and the extensive installation of finest, high speed machines 
and new equipment have increased our facilities so that NOW we can take 


care of your orders without delay. 
By the addition of three new numbers to our popular Silver Star Silk 
Hosiery line, we can supply those certain styles for which you have a con- 


stantly increasing call. 





‘Star 
Silk Hosiery 


Silber 
Full Fashioned 


For Fall Delivery 


Fashionable Colors. Color cards are ready 


Regular STYLE 50 A 


With the 3 Exclusive Features 
to sell at $1.95 


Triple Wear reinforced Lock Chain. Stops runs Eight- Thread Toe and 
garter band. Prevents 2 and saves the silk. Heel. Wear and tear re- 
sisting Sea Island Cotton. 


garter holes. 





i” Style 70 A New Style 60 A New Style 48 A 
M nn eis Sheer Silk Medium Weight 
edium weig to Welt 22 in. Silk Boot 


Silk to Welt 
To sell at $1.95 


These three new styles have the Lock Chain Feature, the Triple Wear 
Band and our New Rectangular Sole Insert. 


TRIPLE WEAR HOSIERY MILLS 


Worth and Herbert Sts., Philadelphia, Pa. 


To sell at $1.85 To sell at $1.65 
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